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Why  you  should  go 
for  a  slim  waistline. 

This  is  the  shape  of  feeding  bottle  sales.  The  highly 
identifiable  shape  of  a  Freflo  polycarbonate  bottle. 

This  year  we're  promoting  bottles  in  a  bigger  way  than 
ever  before  with  colour  pages,  in  all  the  mother  and  baby 
magazines. 

The  shape  focuses  attention  on  the  many  important 
features  that  set  Freflo  apart. 

Like  the  rimless  neck  that's  more  hygienic  and  easier  to 
clean.  The  polycarbonate  surface  that's  fully 
boilableand  virtually  unbreakable.  And  ~  ~n ' 

the  choice  of  teats  which  develops 
through  all  stages  of  feeding. 

Make  sure  your  customers  are  able 
to  get  hold  of  Freflo,  the  feeder  with  the 
slim  waistline,  by  ordering  your  supplies 

early-  onmuo© 

byGriptight 
Little  things  mean  a  lot. 


Lewis  WoolfGripHght  Ltd.,  144,Oakfield  Road,  Birmingham  B29  7EE.  Telephone:  021-472  4211. 


Shopfitting 

SPECIAL  SUPPLEMENT 

C  &  D  chemist 
assistant  of 
the  year 
competition 

Pharmacist 
on  radio 
'help  line' 

BRM  debate  on 
'chemist'  title 
banned 

AGM  supports 
NHS  contract 
with  employee 


Make  a  note... 

to  dispense 
Weddel  Insulins. 


—  because,  we  manufacture  to 
exacting  standards  and  are  one  of  the 
few  truly  British  companies  specialising 
in  the  application  of  natural  products 
to  medicine. 

-  because,  as  a  result  of  widespread 
hospital  use  there  is  increased  retail 
demand. 

Many  retail  pharmacists  are  already 
aware  of  the  benefits  of  our  direct 
and  personal  service,  .  .  .  can  you 
aFford  to  be  different? 


Weddel 

pharmaceuticals 
limited 


INSULIN  INJECTION  Ph.Eur./B.P. 
(Soluble) 

PROTAMINE  ZINC  INSULIN 
INJECTION  Ph.Eur./B.P.  (PZI) 

ISOPHANE  PROTAMINE  INSULIN 
INJECTION  Ph. Eur. 

ISOPHANE  INSULIN  INJECTION  B.P.  (NPH) 

INSULIN  ZINC  SUSPENSION  (MIXED) 
Ph.Eur./B.P.  (Lente) 


Red  Willow  Rqad, 
Wrexham  Industrial  Estate. 
Wrexham.  Clwyd  LL13  9PX 
Tel:  Wrexham  61261 


CHEMIS 
DRUGGI 

Incorporating  Retail  Chemist 

May  26  1979 
Vol  211     No  5170 
120th  year  of  publication 

ISSN  0009-3033 


Editor  Ronald  Salmon  MPS 
Assistant  Editor  Graham  Thorne  BPharm  MPS 
Technical  Editor  Barbara  Weston  BPharm  MPS 
Beauty  Editor  Kim  Pearl 

Contributing  Editor  Adrienne  de  Mont  BPharm  MPS 
Information  services  Ivan  Cotgrove 
Advertisement  Manager  Peter  Nicholls  JP 
Director  Arthur  Wright  FPS  DBA 


CONTENTS 


767  Comment — Tough  on  democracy 

768  Only  one  change  in  Council  election 

768  More  Westons  shops  sold  off 

769  Pharmacist  on  radio  "help  line" 

769  C&D  Chemist  Assistant  of  the  Year  Competition 

770  President's  vote  stops  PSGB  "X"  inquiry 
773  The  Xrayser  column — Free  milk  distribution 
773  People;  deaths;  news  in  brief 

773  Letters 

774  Continuing  education  needs  broader  base 

775  PSNI  Council:  future  of  pharmacy  talks 

777  Counterpoints 

778  Prescription  specialities 

787  Open  shop — Reflections  on  an  image 
791  SHOPFITTING.  Special  section 
803  Branch  representatives  debate  titles 

806  Company  news;  appointments 

807  Market  news;  coming  events 

808  Classified  advertisements 


Published  Saturdays  by  Benn  Publications  Ltd 

25  New  Street  Square,  London  EC4A  3JA.    Tel:  01-353  3212 


Tel:  01-353  3212 


Editorial  and  Advertisement  Offices 
25  New  Street  Square,  London  EC4A  3JA. 
Telex  27844 

Regional  advertisement  offices 

Midlands  240-244  Stratford  Road,  Shirley,  Solihull, 

West  Midlands  B90  3AE  021-744  4427 

North  east        Permanent  House,  The  Headrow,  Leeds  LS1  8DF. 
0532  452841 

Scottish  74  Drymen  Road,  Bearsden,  Glasgow 

041-942  2315 

North  west       491  Chester  Road.  Old  Trattord.  Manchester  M16  9HF 
061-872  5151 

West  country  &  south  Wales      10  Badminton  Road,  Downend, 
Bristol  BS16  6BQ    0272  564827 

Subscription  Department 

125  High  Street,  Colliers  Wood,  London  SW19  2JN. 
Tel:  01-542  8575 

Subscription 

Home  £25  per  annum.  Overseas  £30  per  annum. 
60p  per  copy  (postage  extra) 


OTMTAUDrT 


1MB 


ABC 


Member  of  the  Audit  Bureau  of 
Circulations 


Contents  ©  Benn  Publications  Ltd  1979. 

All  rights  reserved.  No  part  of  ihis  publication  may  be  reproduced, 
stored  in  a  retrieval  system  or  transmitted  in  any  form  or  by  any  means, 
electronic,  mechanical,  photocopying,  recording  or  otherwise  without  the 
prior  permission  of  Benn  Publications  Ltd. 


COMMENT 

Tough  on  democracy 

The  Pharmaceutical  Society's  annual  general  and  Branch 
Representatives  meetings  are  naturally  peaks  in  the 
profession's  political  year,  but  questions  need  asking 
about  whether  either  has  fulfilled  its  potential  in  1979. 

The  annual  general  meeting  suffered  the  unkindest  cut 
by  being  separated  into  afternoon  and  evening  sessions 
in  order  to  accommodate  a  discussion  on  the  working 
party  report  on  the  future  of  general  practice  pharmacy. 
The  now  traditional  form  of  meeting  was  held  during  the 
afternoon,  hardly  a  timing  calculated  to  encourage  the 
attendance  of  large  numbers  of  practising  pharmacists, 
and  the  Charter  medallists  were  thus  deprived  of  the 
audience  their  contributions  to  the  profession  merited. 
But  more  important  in  relation  to  the  democratic  process 
was  loss  of  the  opportunity  for  more  than  a  handful  of 
members  to  question  the  Council's  annual  reports. 

Of  course  Council  faced  a  dilemma  in  making 
arrangements  for  the  meeting  and  there  was  probably  no 
ideal  solution.  However,  democracy  received  a  further 
set-back  because  Mr  Maxwell  Gordon  exercised  his 
member's  right  to  present  a  formal  motion  to  the  annual 
meeting  on  the  question  of  a  return  to  the  "X"  system  of 
voting  in  Council  elections.  Apart  from  the  expensive 
calling  of  special  meetings,  this  is  the  only  way  individual 
members  (as  opposed  to  branches)  can  bring  questions 
before  the  profession,  and  Mr  Gordon  had  the  right  to 
expect  a  larger  audience  to  decide  such  a  fundamental 
issue  than  could  be  mustered  on  a  Wednesday  afternoon. 

In  the  event  the  motion's  fate  was  decided  in  almost 
farcical  manner.  After  the  meeting  had  voted  43:43  the 
president,  Mr  J.  Balmford,  felf  obliged  to  cast  a 
chairman's  "status  quo"  vote  against  the  motion — even 
though  in  his  own  1979  election  address  he  declared 
himself  strongly  in  favour  of  the  motion's  sentiments. 

The  early  part  of  the  even'-~g  session  certainly  raised 
considerable  doubts  about  Council's  wisdom  in 
"demoting"  the  traditional  annual  meeting.  There  were 
too  few  members  present  a^d  too  little  reaction  to  the 
document  under  discussion  to  be  of  much  new  help  to 
Council — remembering  that  there  has  already  been  full 
discussion  in  the  branches  (and  replies  from  70  of  them), 
plus  comments  from  all  pharmacy  organisations. 

The  mood  changed  on  the  paragraphs  relating  to  NHS 
contract  with  the  pharmacist,  and  patient  registration, 
however.  The  first  of  those  two  working  party  proposals 
had  been  so  overwhelmingly  rejected  during  the 
consultation  process  that  Council  had  dropped  the  idea, 
but  with  a  number  of  AGM  speakers  in  favour,  the 
president  felt  encouraged  to  reconsider.  A  blow  for 
democracy?  Hardly.  Unfortunately  Council  seems 
undecided  on  what  constitutes  a  democratic  process  in 
the  profession.  Is  a  show  of  hands  at  an  annual  meeting 
in  London  more  representative  than  branch  consultation? 
And  what  of  a  BRM  vote,  an  annual  meeting  motion  or  a 
referendum? 

Curiously,  the  meeting  was  invited  to  envy  the 
opticians'  NHS  contract,  which  is  with  the  individual 
practitioner.  But  the  comparison  was  not  repeated  when 
it  came  to  patient  registration — perhaps  because  the 
optician's  patient  is  with  him  by  choice,  as  are  the  clients 
of  almost  all  professions! 

Finally,  the  BRM.  A  highlight  of  that  day  should  have 
been  further  urgent  discussion  of  the  use  of  the  "chemist" 
title,  but  the  question  was  ruled  "sub-judice"  because  of 
the  pending  Unichem  action.  If  the  law  really  does  prevent 
the  profession  reconsidering  its  ethical  code  until  the 
courts  have  had  their  say,  then  it  is  a  most  unfortunate 
law.  But  why  did  Council  keep  secret  the  decision  not  to 
allow  the  motion  to  be  discussed?  The  branches 
concerned  were  informed  as  long  ago  as  April  18 — why 
not  the  whole  membership? 
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Only  one  change 
Council  election 


in 


The  seven  successful  candidates  to  the 
Pharmaceutical  Society's  Council  were 
(in  alphabetical  order):  — 

Mr  J.  E.  Balmford 

Mr  J.  P.  Bannerman 

Mr  J.  P.  Kerr 

Mr  D.  R.  Knowles 

Mr  T.  E.  Owen 

Mr  D.  N.  Sharpe 

Mr  C.  C.  B.  Stevens 
All  were  retiring  members  except 
Mr  Knowles  who  replaced  Mr  J.  A. 
Myers.  Of  the  31,471  voting  papers  sent 
out,  8,829  were  returned  including  80 
spoilt.  Although  there  were  fewer  returns 
than  last  year,  the  Society  believes  it 
to  be  a  result  of  mail  disruption  during 
the  Post  Office  industrial  action. 

The  five  retiring  auditors  all  stood  for 
re-election,  and  were  returned  unop- 
posed. The  auditors  for  1979-80  there- 
fore are:  Mr  A.  Aldington,  Mr  A.  H. 
Briggs,  Mr  E.  A.  Brocklehursl,  Mr  K. 
Brooke  and  Mr  J.  Hanbury. 

Welsh  Executive 
candidates 

There  are  six  candidates  for  the  four 
vacancies  on  the  Welsh  Executive.  They 
are  in  alphabetical  order  (*denotes 
retiring  member):  — 

Mr  Eric  H.  Brockis* 

Mr  Dengar  R.  Evans* 

Mrs  Mary  E.  Gwillim-David 

Mr  John  B.  Hugh* 

Mrs  Einda  J.  Stone 

Mr  Terence  D.  Turner* 

VAT  repayments 
get  priority 

The  operators  employed  on  the  VAT 
computer  at  Southend  have  resumed 
normal  working  and  priority  is  being 
given  to  dealing  with  claims  for  repay- 
ments. HM  Customs  and  Excise  say. 
It  is  expected  that  all  outstanding  claims 
received  by  C&E  and  which  comply 
with  the  normal  computer  validity 
checks  will  be  cleared  by  May  31. 

Any  registered  person  still  holding 
returns  should  send  them  without  fur- 
ther delay  to  the  VAT  Central  Unit  at 
Southend.  The  returns  for  tax  period  70 
ended  January  31  were  due  on  Febru- 
ary 28:  ami  returns  for  tax  period  71 
ended  February  28  were  due  on  March 
31.  It  will  not  be  practicable  to  send 
individual  reminders.  C&E  say,  and  if 
outstanding  returns  are  not  sent  assess- 
ments will  be  made  and  notified  without 
further  reminders.  Return  forms  for  tax 
period  72  ended  March  31  will  be  sent 
to  traders  as  soon  as  practicable.  The 
returns  were  due  at  the  VAT  Central 
Unit  by  April  30  but  the  date  is  being 
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extended  to  June  11.  Returns  due  by 
May  31  will  have  to  be  sent  instead  by 
June  25  and  those  due  by  June  30 
by  July  9.  No  individual  reminders  will 
be  sent. 

PSNC  action  over 
Winthrop  supplies 

The  Pharmaceutical  Services  Negotiating 
Committee  is  to  seek  suspension  of  the 
normal  price  change  procedure  for 
Winthrop  products.  At  this  month's 
meeting  it  was  agreed  to  make  repre- 
sentations to  the  Department  of  Health 
because  of  the  poor  supply  position 
which  meant  that  pharmacist  contractors 
were  unable  to  keep  stocks  of  the 
products. 

The  Department  has  agreed  to  a 
further  delay  in  the  transfer  of  bendro- 
fluazide  5  mg  tablets  and  chlorpropamide 
lOOmg  and  250mg  tablets  from  Part 
VD  to  Part  VA  of  the  Drug  Tariff,  the 
Committee  heard. 

The  Committee  received  a  report  of 
the  first  meeting  of  the  independent 
panel  of  assessment  which  had  taken 
place  on  April  30.  It  was  agreed  that 
a  special  meeting  of  PSNC  be  held  on 
May  23  to  consider  the  Committee's 
response  to  the  evidence  from  the 
Department  of  Health  to  the  panel.  No 
details  are  to  be  released  however. 

The  Committee  is  to  be  represented  at 
the  meeting  on  May  30  at  the  Pharma- 
ceutical Society's  headquarters  to  discuss 
the  contents  of  the  consultation  paper 
forwarded  to  the  Committee  by  the 
Department  of  Health.  It  was  agreed  the 
Pearson  Report  on  Product  Liability 
could  have  serious  implications  for  retail 
pharmacy. 

The  following  members  were  elected 
to  the  finance  and  general  purposes 
subcommittee  for  the  year  1979-1980: 
D.  L.  Coleman,  R.  R.  C.  Kitchen, 
Mrs  M.  Rawlings,  C.  D.  Ross,  H.  Stein- 


man,  R.  G.  Worby,  D.  N.  Sharpe 
(ex  officio).  The  secretary  for  Social 
Services  has  appointed  Mr  L.  Priest  and 
Mr  B.  Silverman  as  members  of  the 
Prescription  Pricing  Authority  until 
March  31.  1982. 

More  Westons 
shops  change  hands 

More  Westons  shops  have  been  sold  off 
following  the  recent  announcement  that 
R.  Gordon  Drummond  are  acquiring  the 
14  Scottish  branches  (C&D  May  12. 
p677).  Lloyds  Chemists  have  taken  over 
eight  branches  in  the  Birmingham  area 
with  effect  from  April  30.  Lloyds  already- 
run  a  number  of  pharmacies  in  the  same 
area.  No  spokesman  for  Westons  was 
available  up  to  the  time  C&D  went  to 
press  on  Wednesday. 

NUPE  seeks  end  to 
script  charges 

The  National  Union  of  Public  Employ- 
ees has  voted  overwhelmingly  for 
nationalisation  of  the  pharmaceutical 
industry  without  compensation,  and 
abolition  of  prescription  charges.  At  the 
Union's  annual  conference,  this  week  in 
Scarborough,  the  national  executive  was 
instructed  to  organise  a  major  national 
campaign  to  further  those  and  other 
demands  including  more  money  to  be 
spent  on  the  NHS.  A  spokesman  told 
C&D  that  the  campaign  would  be  at  all 
levels  and  was  a  reaction  to  the  Con- 
servative Government's  policy.  Demon- 
strations, strike  action  and  occupation  of 
buildings  could  all  be  used  in  the  cam- 
paign, he  added. 

Local  price  surveys 
to  be  discontinued 

Local  price  survey  schemes  are  to  be 
discontinued.  Mrs  Sally  Oppenheim. 
Minister  for  Consumer  Affairs  has 
decided.  Replying  to  a  Parliamentary 
question,  last  week,  she  said  the  scheme, 
costing  £240,000,  had  not  proved  to  be 
effective  or  good  value  for  money.  Only 
30  per  cent  of  the  public  in  the  areas 
concerned  knew  of  the  surveys. 


INUMARK 

iiion 
iTeuluoll 


Torrwch  gostau 

bywYNAWR 


L.  Rowland  &  Co  Ltd,  Numark's  franchised  wholesalers  for  North  Wales  and  part  of 
north  west  England,  are  supplying  window  banners  and  shelf  cards  printed  in  Welsh. 
The  banners  read  "Cynilion  teuluol — Torrwch  gostau  byw  yn  awr"  which  means 
"Family  savers — Cut  the  cost  of  living  now".  The  cards  read  "Ein  priz  ni  yn  unig" 
which  means  "Our  price  only" 
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Pharmacist 
on  'help  line' 

Seventy-seven  questions  were  put  to  a 
pharmacist  who  answered  problems  on 
London's  Capita!  Radio  "Help  line"  on 
May  17.  Miss  Rosemary  Faunch,  BSc, 
MPS,  clinical  services  staff  pharmacist  at 
Ealing  Hospital,  described  the  response 
as  "fantastic" — the  'phone  never  stopped 
ringing,  she  told  C&D. 

"Help  line"  is  not  broadcast,  but  an 
introductory  interview  at  10.45  am  sets 
the  scene.  Listeners  may  then  call  a 
special  number  between  1 1  am  and  7  pm 
to  get  advice  on  the  day's  special  subject, 
as  well  as  on  general  topics. 

The  largest  number  of  calls  (20)  were 
on  drug  dependency,  with  patients  show- 
ing concern  that  they  might  be  or  become 
addicted  to  drugs  they  had  been  taking 
for  long  periods — Valium  and  DF118 
were  examples  mentioned.  The  next 
most  common  problem  was  drug  side 
effects  (17  calls).  Miss  Faunch  tackled 
the  regular  question  of  "Can  this  medi- 
cine produce  this  effect?"  by  asking 
"Well,  is  it?"  A  reference  back  to  the 
doctor  automatically  followed  a  positive 
response. 

Three  problems  each  produced  five 
inquiries — disposal  of  drugs,  pregnancy 
and  breast  feeding,  and  drug  interac- 
tions. Four  questions  related  to  the 
effects  of  alcohol  and  another  four  to 
the  purpose  for  which  a  medicine  had 
been  prescribed — "Ifortunately  none  were 
ethically  demanding,"  says  Miss  Faunch. 
The  remaining  calls  were  on  a  variety  of 
drug  problems. 

Miss  Faunch  told  C&D:  "1  had  ex- 
pected to  get  some  'cranks',  but  all  the 
callers  seemed  genuinely  worried  and  to 
have  genuine  problems — for  example  a 
epileptic  who  had  been  on  Epanutin  and 
phenobarbitone  for  19  years  and  ap- 
peared to  have  lost  stability  after  a 
change  of  therapy.  There  were  a  few 
'neurotic  housewives'  but  their  queries 
were  generally  intelligent". 

Health  care  gap 

Miss  Faunch  believes  the  response 
from  the  public  showed  up  a  gap  in 
primary  health  care.  Most  patients 
referred  back  to  their  doctor  about  side 
effects,  etc.  produced  a  "waiting  room" 
reaction,  expressing  reluctance  because 
of  appointments  systems  and  other 
delays.  When  patients  were  referred  to 
their  local  pharmacist  there  was  a  similar 
reaction,  however — "he's  too  busy"  or 
"he's  always  in  the  dispensary"  were 
among  the  comments.  "Capital  Radio 
have  said  they'd  like  to  repeat  the  ex- 
periment, but  clearly  this  is  not  a  long 
term  solution,"  said  Miss  Faunch. 

Miss  Faunch  graduated  from  Man- 
chester University  in  1976  and  spent  her 
preregistration  year  at  the  Middlesex 
Hospital  in  London.  She  then  moved  to 
the  Royal  Free  Hospital  before  taking 
up  her  present  appointment 
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CHEMIST 
ASSISTANT 
OF  THE  YEAR 


Chemist  &  Druggist  is  looking  for  the  "Chemist  Assistant  of  the 
Year"  from  among  assistants  working  in  National  Pharmaceutical 
Association  pharmacies.  Sponsored  jointly  by  C&D  and  NPA 
Products,  the  competition  will  consist  of  a  series  of  regional 
finals  leading  to  a  grand  final  on  November  29  in  London.  A  top 
prize  of  £1 ,000  is  open  to  competitors  and  there  are  second  and 
third  prizes  of  £500  and  £250  respectively,  with  £100  for  each 
regional  winner — a  total  of  over  £4,000  in  prize  money. 

The  competition  is  a  successor  to  that  organised  by  Retail 
Chemist,  now  incorporated  in  C&D,  but  the  sponsorship  base 
has  been  broadened  by  the  involvement  of  the  National  Phar- 
maceutical Association  and  Independent  Chemists  Marketing  Ltd. 
Regional  finals  are  being  organised  through  ICML  wholesalers, 
and  the  first  will  be  held  at  Wrexham  as  part  of  L.  Rowland  &  Co 
Ltd's  "Chemfair  79"  on  June  14  (chemists  in  the  Rowland  fran- 
chise have  already  been  notified). 

The  aim  of  the  competition  is  to  find  assistants  with  the 
special  qualities  important  to  independent  pharmacy — that 
combination  of  caring  service,  friendliness,  and  knowledgeable 
advice  which  gives  the  pharmacist  a  unique  role  in  the  local 
community.  Selection  of  contestants  for  the  regional  finals  will 
be  based  on  answers  to  eight  questions  on  customer  care, 
including  a  personal  view  of  what  constitutes  "a  satisfied 
customer". 

An  entry  form  is  enclosed  with  this  issue  and  completed 
entries  must  be  posted  to  "C&D  1979  Chemist  Assistant  of  the 
Year  Competition",  51  Boreham  Road,  Warminster,  Wilts  BA12 
9JU.  Additional  entry  forms  may  be  obtained  from  the  same 
address  or  through  ICML  wholesalers.  Closing  date  for  entries 
is  July  14,  1979. 


Adverse  reactions 
inquiry  call 

A  motion  calling  for  an  inquiry  into 
adverse  reaction  of  drugs  has  been 
signed  in  the  Commons  by  Mr  Jack 
Ashley.  Mr  Denis  Canavan  and  Miss 
Joan  Lestor.  The  motion  reads  "That 
this  House  notes  that  significant  numbers 
of  people  have  been  unnecessarily  gravely 
disabled  by  adverse  reactions  to  drugs 
such  as  Eraldin,  phenacetin.  and  hor- 
mone pregnancy  testing  drugs  and 
expresses  concern  at  the  failure  of  the 
Committee  on  Safety  of  Medicines  to 
take  action  to  minimise  the  dangers;  at 
the  failure  of  some  pharmaceutical  firms 
to  market  drugs  responsibly;  at  the 
failure  of  some  general  practitioners  to 
co-operate  with  the  yellow  card  warning 


system,  and  at  the  failure  to  involve 
patients  in  the  existing  monitoring 
scheme;  and  calls  for  an  immediate 
inquiry  into  the  present  system  of  check- 
ing adverse  reactions  to  drugs". 

Opiate  alternatives 

Researchers  last  year  showed  increased 
interest  in  non-addictive  alternatives  to 
morphine,  according  to  the  "Annual 
report  on  inventive  trends  of  the  comp- 
troller general  of  patents,  trademarks 
and  designs"  (HM  Stationery  Office, 
£1.25).  Of  particular  interest  were 
peptide  drugs  with  morphine-like  proper- 
ties. The  report,  published  this  week, 
also  notes  that  attention  is  turning 
towards  the  use  of  pump-action  dispen- 
sers as  an  alternative  to  aerosols,  follow- 
ing concern  over  propellants. 
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Pharmaceutical  Society  of  Great  Britain  annual  meeting 

President's  casting  vote 
stops  'X'  system  inquiry 


A  call  for  a  working  party  examination 
into  the  methods  of  election  to  the 
Pharmaceutical  Society's  Council  was  re- 
jected on  the  casting  vote  of  the  presi- 
dent at  last  week's  annual  meeting. 
Members  at  the  meeting  voted  43  for,  43 
against  Mr  Maxwell  Gordon's  motion 
"That  in  order  to  take  note  of  the  1978 
referendum  on  the  method  of  election  to 
Council,  a  working  parly  be  appointed  to 
examine  both  systems  in  detail,  to  report 
its  findings  to  the  branches  and  Council 
to  accept  the  branches'  views  on  the 
method  to  be  employed  in  the  future". 
Mr  J.  Balmford,  president,  said  that 
although  in  his  election  address  he  had 
supported  the  X  system  of  voting,  his 
casting  vote  must  be  in  favour  of  the 
status  quo — to  retain  the  single  transfer- 
able vote  system. 

Before  inviting  discussion  on  the 
motion,  Mr  Balmford  had  reviewed  the 
introduction  of  STV.  He  said  the  system 
had  been  debated  many  times,  and  was 
the  subject  of  motions  at  the  Branch 
Representatives'  Meetings  in  1963,  1965 
and  1972.  In  1967,  the  Organisation 
Committee  considered  a  paper  prepared 
by  the  Electoral  Reform  Society,  the 
executive  secretary  of  which  addressing 
Council  on  STV.  However,  Council 
decided  to  make  no  change. 

No  objections 

In  1972,  as  a  result  of  a  successful 
BRM  motion  calling  for  the  use  of  STV 
Council  again  studied  a  paper  by  Elec- 
toral Reform  Society,  but  decided  STV 
offered  no  significant  advantage  over  the 
traditional  system.  At  the  annual  meet- 
ing in  1973,  a  motion  was  carried  calling 
for  the  establishment  of  a  working  party 
to  study  the  advantages  and  disadvan- 
tages of  the  two  systems,  and  to  make  a 
recommendation  to  Council.  In  1974  the 
working  party  recommended  unani- 
mously to  Council  that  STV  should  be 
adopted.  This  Council  accepted,  and  it 
was  significant,  Mr  Balmford  said,  that 
no  comments  were  received  from  the 
membership  at  the  time. 

When  STV  was  introduced.  Council 
said  the  decision  would  be  reviewed  after 
three  years.  On  the  suggestion  of  a  mem- 
ber, in  1978,  a  referendum  was  held  using 
the  voting  papers.  Council  made  it 
clear  that  it  regarded  the  result  as  being 
advisory  and  not  mandatory,  Mr  Balm- 
ford said.  The  result  showed  a  narrow 
majority  in  favour  of  a  return  to  the  X 
system  and  Council  felt  it  had  to  be 
weighed  against  the  motions  carried  at 
the  BRMs,  and  supported  by  the  working 
party.  STV  was  therefore  retained. 

Mr  Gordon,  introducing  his  motion, 
said  an  inquiry  would  bring  evidence 
that  STV  was  wrong  for  the  profession. 
It  was  for  members  to  decide,  not  Coun- 


cil. He  said  that  voting  figures  during 
1973  to  1975  under  the  X  system  rose 
to  38.6  per  cent.  By  1978  they  had  fallen 
to  31.4  per  cent.  He  suggested  the  reasons 
were  failure  to  understand  STV,  having 
to  choose  one  candidate  above  another 
and  that  the  composition  of  Council  was 
not  representative  of  members'  choice. 
Mr  R.  Tuffin,  Chelmsford,  thought  cer- 
tain candidates  were  elected  by  block 
voting. 

Mr  R.  Medlow,  West  Surrey,  said 
preferential  voting  had  been  adopted  for 
elections  to  the  General  Medical  Council 
and  was  used  in  the  general  elections  of 
the  Republic  of  Ireland.  He  opposed  the 
motion  because  a  working  party  had 
already  adequately  considered  the  sys- 
tems. Mr  L.  Calvert,  Leeds,  thought  it 
was  not  first  a  matter  of  voting  for  STV. 
If  Council  holds  a  referendum  on  the 


opinion  of  members  it  should  give  serious 
thought  to  the  results.  Mr  Maxwell  Gor- 
don, summarising,  agreed.  He  said  he 
had  facts  to  prove  block  votes  were  used 
in  STV. 

During  the  AGM,  Mr  Balmford  said 
there  had  been  criticism  of  the  changed 
arrangements  for  this  year — holding  the 
AGM  in  the  afternoon  and  the  discus- 
sion on  the  future  of  general  practice 
pharmacy  in  the  evening.  Two  branches 
had  asked  for  an  assurance  that  a  change 
would  not  be  made  again.  Mr  Balmford 
said  he  could  not  bind  his  successors  but 
he  was  fairly  certain  the  AGM  next  year 
would  be  held  at  the  usual  time. 

During  the  meeting  Mr  Balmford  pre- 
sented the  Charter  Gold  Medal  to  Mr 
Albert  Howells.  and  the  Charter  Silver 
Medal  to  Mr  L.  A.  Wood  proprietor 
pharmacist  in  Leicester,  for  outstanding 
services  locally.  There  was  a  period  of 
anxiety  for  the  platform  party  when  it 
was  realised  the  medals  had  been  mislaid. 
They  were  retrieved  by  the  end  of  the 
presentation  ceremony. 

Mr  E.  I.  White,  a  regular  speaker  at 
AGMs,  was  absent  this  year  due  to  ill- 
ness, having  sent  him  his  apologies.  Mr 
Balmford  wished  him  recovery. 


The  president,  Mr  J.  Balmford,  presenting  Mr  A.  Howells  (left)  with  the  Pharmaceutical 
Society's  Charter  Gold  Medal,  and  Mr  L.  A.  Wood  (right)  with  the  Charter  Silver 
Medal.  For  Mr  Howells  it  was  the  second  handshake,  the  medals  having  "gone  missing" 
at  the  time  of  his  congratulations  from  the  president 


Boots  'likely  to  have  quickest  growth' 


Boots  the  Chemists  Ltd  are  forecast  to 
grow  more  rapidly  than  most  large  re- 
tailers during  the  1980s.  The  reasons — 
given  in  a  recent  research  report — are 
the  rapid  floor  space  expansion,  econo- 
mies resulting  from  rising  average  store 
size,  the  advantages  of  having  the  highest 
UK  customer  traffic  and  the  lack  of 
similar  competitors. 

"The  1978-79  increase  in  selling  area 
of  3.6  per  cent  was  below  trend,  but  is 
budgeted  to  be  offset  by  an  above-trend 
rise  in  1979-80,"  the  report  says.  "Boots 
are  particularly  skilled  at  varying  store 
sizes  and  merchandise  and  merchandise 
ranges  to  suit  local  conditions.  The  group 
has  well-defined  views  as  to  the  optimum 
size  of  store  for  different  towns  and 
shopping  centres.  The  limitations  are  the 
difficulties  in  finding  sites  and  the  need 
to  maintain  pharmacies  in  certain  locali- 
ties.  Annual   floor   space   increases  of 


200.000  to  300,000  sq  ft  seem  sustainable 
well  into  the  1980s.  A  long-term  slow- 
down is  to  be  expected,  especially  as 
retailing  is  likely  to  become  more  com- 
petitive." 

Between  March  1975  and  March  1979. 
the  number  of  stores  declined  from 
1.306  to  1.167  but  aggregate  floor  space 
rose  by  29  per  cent.  The  researchers — 
Hedderwick  Stirling  Grumbar  &  Co, 
1  Moorgate,  London  EC2R  6AA — pre- 
dict a  profits  advance  of  10-15  per  cent 
in  1979-80.  (The  company's  annual 
results  were  due  on  Thursday  after 
C&D  went  to  press — Editor). 

Counter  sales  increased  from  £427m 
in  1975-76  to  £601. 8m  in  1977-78;  NHS 
dispensing  increased  from  £77. 8m  to 
£1 13.3m  during  this  time. 

On  the  industrial  side,  profits  could 
well  grow  to  exceed  those  from  retailing, 
the  report  suggests. 
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Profitable 
holdings. 

This  is  the  denture  fixative  brand  for  you  to  put 
your  money  behind  this  year. 

Poli-Grip.In  two  formulations:  regular  and  super. 

Why?  Not  only  is  Super  Poli-Grip  the  only  fixative 
brand  currently  „f 
advertising         /  ^T^Tty     "^tt,  ml 

Ulll.V.,  Dill  •        f|  LONGER  HOLDING  CMi; 

«■  V  DENTURE  FIXATIVE  CREAM  *5 

its  sales  have  >  p 
grown  by  30%  over  last  year. 

Which  isn't  surprising.  Poli-Grip  is  a  cream  fixative. 

Ifs  easy  to  use,  pleasantly  flavoured  and  its  long 
lasting  adhesive  properties  make  it  a  popular  choice 
among  denture  wearers,  both  young  and  old. 


IT  FLAVOUR  fa' 

05  5  uj 

LONGER  HOLDING  §  = 

DENTURE  FIXATIVE  CREAM  i 1 

O  Q 
ig 


And  not  only  is  there  a  generous  trade  bonus 
from  May  right  through  until  July,  but  we've  also  got 
some  exciting  consumer  promotions  lined  up  for 
later  this  year. 

Remember  Poli-Grip  Denture  Fixative.  Stick 
with  it  and  you  won't  regret  it 

The  longer  holding  denture  fixative.  From  Stafford-Miller, 
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the  Cash  and  Carry  wholesalers 

HEAD  OFFICE  BUSHEY  ROAD  RAYNES  PARK  LONDON  SW20 OJJ 


hi:  \i:ih-ih»ii; -in;  ami  v 


PRODUCT 

SIZE 

COST 

M.R.P. 

R.S.P. 

PROFIT 
ON  RETURN 

imperial  Leather  soap 
(Marked  Special  Price) 

12 x bath 

£1.67 

19P 

20.8% 

Elastoplast  Airstrip /Fabric 

12  x  handy 

£1.81 

28p^ 

21p 

22.4% 

Elastoplast  Airstrip  /  Fabric 

12  x  large 

£2.83 

33P 

22.8% 

Dr.  whites  (Size  1) 

30  x 10  s 

£7.06 

32P 

20.5% 

Dr.  whites  (Size  2) 

30  x 10  s 

£7.89 

36P 

21% 

Radox  Bath  Salts 

6  x  large 

£1.84 

42p 

21% 

Radox  Bath  salts 

6  x  medium 

£1.24 

28P 

20% 

Parozone 

12x1  litre 

£2.43 

27P 

19% 

OFFERS  AVAILABLE  29th  May  to  15th  JUNE  1979 
ALL  OUR  OFFERS  ARE  SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE. 
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PEOPLE 


TOPICAL  REFLECTIONS 

by  Xrayser 

Free  milk  distribution 

I  suppose  I  will  be  letting  the  side  down  if  I  admit  that  I  am  not  too 
unhappy  that  the  Department  of  Health  has  refused  to  let  us  distribute 
free  babymilk.  To  say  that  I  don't  want  to  do  it  at  all  will  probably  put 
me  beyond  the  pale.  But  I  have  my  reasons  based  on  experience 
managing  a  business  whose  proprietor  had  somehow  managed  to  have 
himself  appointed  as  distributor  for  national  dried  milk  and  orange 
juice.  If  I  remember  correctly  we  had  to  collect  coupons  for  each  of 
the  various  items,  then  at  the  end  of  the  month  make  returns  and 
indent  for  further  supplies  from  the  area  authority,  in  our  case  from  a 
town  40  miles  away.  Well,  of  course,  the  coupons  and  tickets  never 
balanced  properly,  for  what  with  changes  of  staff  and  a  heavy  seasonal 
business,  we  never  could  keep  anyone  interested  in  the  job.  Worse  still, 
we  had  frequent  visits  from  the  authority  official  who,  secure  in  his  job, 
took  hours  in  laboriously  lecturing  us  on  the  importance  of  keeping 
proper  records.  All  for  free.  I  don't  doubt  that  if  my  experience  was 
anything  to  go  on,  the  cost  of  distribution  through  retail  pharmacy 
would  be  considerable,  for  the  civil  service  love  of  coupons  and  indents 
and  records,  and  inspectors  to  check  the  records  would  soon  provide 
another  proof  of  Parkinson's  law.  Unless  of  course  they  were  to  trust  us? 


Mr  Hans  Rossiter,  chairman  of  H.  Bron- 
nley  &  Co  Ltd,  attended  a  reception  in 
his  honour  at  the  company's  London 
showrooms  last  week.  He  was  celebra- 
ting 50  years  in  the  Bronnley  family 
business.  Mr  Rossiter  has  always  had 
particular  interest  in  packaging,  and  it 
was  his  idea  to  introduce  wooden  crates 
for  Bronnley's  popular  lemon  soaps. 
Mr  Rossiter  also  looks  forward  to  cele- 
brating another  special  event — his  80th 
birthday. 

Deaths 

Fitzharris:  On  May  1,  John  Fitzharris, 
Malahide,  Dublin.  Mr  Fitzharris  worked 
in  Northern  Ireland  for  many  years, 
representing  Merck,  Sharpe  &  Dohme 
Ltd.  In  his  earlier  days  he  was  employed 
in  retail  by  Mr  H.  P.  Crossin,  Upper 
Donegall  Street,  Belfast  and  at  a  later 
stage  by  T.  McFadden  Ltd,  280  Duncairn 
Gardens,  Belfast. 

Hamilton:  On  May  7,  Mr  William  Char- 
les Gailey  Hamilton,  MPSNI,  907 
Crumlin  Road,  Belfast,  aged  75. 
Mr  Hamilton  served  his  apprenticeship 
with  McCays  of  Castlederg  and  prior  to 
purchasing  the  business  of  Mr  J.  Ful- 
lerton  at  Crumlin  Road,  Belfast,  in  the 
late  30s,  worked  as  manager  of  Rowe's 
branch  shop  in  Tandragee.  Mr  Hamilton 
leaves  a  widow,  a  daughter  and  a  son, 
Mr  Brian  Gailey  Hamilton,  MPSNI, 
who  continues  to  carry  on  the  family 
business. 

Hutching*:  On  May  18,  Mr  Percy  W. 
Hutchings,  4  Hillcrest  Avenue,  Market 
Harborough.  Mr  E.  Hugh  Butler  writes: 
Mr  Hutchings  was  well  known  through- 
out the  Midlands  as  senior  representative 
for  E.  H.  Butler  &  Son  Ltd  until  his 
retirement  in  1967.  He  completed  over 
forty  years  service  with  the  company, 
with  three  generations  of  the  Butler 
family,  and  will  be  greatly  missed  by  his 
many  colleagues  and  friends. 

News  in  brief 

□  The  Home  Secretary  has  cancelled  a 
previous  direction  under  section  12(2)  of 
the  Misuse  of  Drugs  Act  1971,  which 
prohibited  Dr  Garry  Neville  Crookes,  a 
doctor,  whose  registered  address  is  41 5B 
Chatsworth  Road,  Brampton,  Chester- 
field, Derbyshire,  from  possessing,  pre- 
scribing, administering,  manufacturing, 
compounding  and  supplying  and  from 
authorising  the  administration  and  supply 
of  substances  and  products  specified  in 
paragraphs  1  to  5  of  Part  I  of  Schedule 
2  to  the  Act. 

□  The  National  Anti-vivisection  Society 
has  sponsored  a  film,  "Blinded  by 
science,"  which  aims  to  enlist  public 
support  for  changes  in  the  law  governing 
use  of  live  animals  for  experimental 
purposes  and  for  the  further  develop- 
ment of  alternative  techniques.  The  film 
can  be  hired  from  British  Films  Ltd, 
Carlyle  House,  235  Vauxhall  Bridge 
Road,  London  SW1  (£5.40  plus  delivery). 


LETTERS 

Index  link 

With  regard  to  NHS  remuneration,  it 
seems  ludicrous  that  here  we  are  await- 
ing the  recommendations  of  a  review 
panel  which  will  be  neither  binding  upon 
the  Government  if  too  generous  nor 
acceptable  to  the  profession  if  too 
miserly.  The  expense  of  establishing  this 
review  panel  must  be  a  classic  example 
of  how  to  waste  money  without  really 
trying.  What  then  is  the  alternative? 

Would  an  index  linked  inflation  proof 
dispensing  fee  be  too  simple?  No  more 
wrangling,  no  more  degrading  squabbles, 
no  more  time  delaying  tactics,  no  more 
bureaucratic  expense. 

In  a  period  of  raging  inflation  it  is  not 
feasible  to  provide  1979  services  at  1975 
prices.  If  every  other  profession  can 
increase  its  fees  in  response  to  increased 
costs,  why  not  pharmacy? 
A.  Leiter 
London  N12 

Problems 

Congratulations  to  the  Editor  for  such 
interesting  "Open  Shop"  articles  over 
this  past  year.  Many  common  problems 
appear  to  come  to  light  through  this 
series  which  strengthens  "my  elbow" 
against  overpersuasive  representatives, 
etc.  I  hope  more  and  more  readers  can 
find  time  to  put  pen  to  paper  to  air  their 
views  through  this  way.  Well  done,  Mr 
Walker  also  for  your  enlightening  con- 
tributions (C&D  May  12,  p741)— open 
honest  comments  must  be  helpful  for  the 
survival  of  the  independent  chemist. 
Rationalisation  and  standing  back  and 
looking  at  one's  business  is  perhaps  the 
hardest  for  anyone  to  do,  time  normally 
being  at  such  a  premium. 


Has  anyone  got  comments  on:  — 

□  Reduction  in  attention  by  representa- 
tives generally — medical  and  counterwise. 
Which  are  the  companies  that  don't 
service  us  any  more? 

□  Wholesalers  and  their  services;  are  we 
now  getting  too  dependent  on  too  few 
companies? 

□  Sunglasses' — what  to  stock? 

□  Sale  or  return — is  this  good?  Who 
offers  it  and  keeps  to  their  word? 

□  Problems  with  damaged  stock  left  on 
the  premises — how  does  one  get  credit? 

□  Coupons  and  their  problems 

□  Unopened  outer  packs  from  whole- 
salers— are  they  too  large,  for  example 
36  small  Optrex  solution  in  the  smallest 
unopened  pack. 

Clive  C  apian 
Yeadon 

Advance  ads 

Jolly  good  show,  I  thought,  when  I  saw 
the  full  page  Numark  advertisement  in 
the  Daily  Mirror.  The  only  snag  was 
that  the  paper  was  dated  May  14  and  it 
was  the  June  promotion  being  adver- 
tised! Not  much  fun  for  the  small 
private  chemist,  is  it,  paying  £120  a  year 
just  to  give  his  competitors  advance 
information  about  his  marketing 
schemes? 
R.  Hutchinson 
Harrow  Weald 

The  insertion  was  a  mistake.  The  news- 
paper printed  the  correct  advertisement 
on  May  16  with  an  apology — Editor. 

Friend  of  K9? 

A  customer  at  our  medicines  counter 
asked  for  some  ointment  for  his  dog. 
"That  chap  in  the  distempery  usually 
makes  it  up  .  .  .",  he  explained. 
W.  J.  Robinson 
Bolton,  Lanes. 
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Continuing  education 
'needs  a  broader  base' 


Continuing  education  should  take  in  the 
whole  gamut  of  expertise  necessary  for  a 
successful  career  in  retail  pharmacy, 
according  to  Dr  D.  H.  Maddock, 
superintendent  pharmacist,  personnel  and 
training  director,  R.  Gordon  Drummond 
Ltd.  Knowledge  of  the  "scientific  dis- 
ciplines" is  not  the  only  area  that  needs 
updating. 

Dr  Maddock,  speaking  at  a  "learning 
about  medicines"  symposium  in  Norwich 
last  week,  suggested  that  the  reasons  why 
most  general  practice  pharmacists  did 
not  attend  courses  organised  for  them  in- 
cluded pressure  of  work,  lack  of  motiva- 
tion, incentive  or  awareness  of  need.  The 
main  problem  was  how  to  stimulate  in- 
terest among  pharmacists,  particularly 
those  aged  40  or  more  who  now  rep- 
resented about  half  those  engaged  in 
general  practice. 

These  pharmacists,  surrounded  by  a 
retailing  revolution,  saw  their  livelihoods 
crumbling  as  a  result  of  technological 
change.  "Motivation  for  continuing  edu- 
cation would  receive  a  significant  boost 
if  participation  could  be  seen  to  be  of 
immediate  relevance  both  to  the  pharma- 
cist's personal  circumstances,  as  well  as 
to  those  of  his  patients  and  customers," 
Dr  Maddock  said,  "Many  pharmacists 


still  see  their  role  as  that  of  technician 
dispensing  prescriptions  and  have  seen 
little  benefit  in  attending  the  scientific 
and  clinically-orientated  courses  which 
have  been  administered  under  the  aegis 
of  the  Pharmaceutical  Society." 

Problems  of  motivation  would  rapidly 
disappear  if  continuing  education  pro- 
grammes co-ordinated  all  the  elements 
essential  to  general  practice  pharmacy  as 
a  whole,  Dr  Maddock  maintained. 
Designing  such  programmes  was  not  easy 
but  they  should  strike  a  balance  between 
scientific  clinical  pharmacy  and  com- 
mercially successful  management. 

R.  Gordon  Drummond  were  about 
to  start  an  experiment  using  audio-tapes 
for  training  both  pharmacists  and  un- 
qualified staff.  Work  in  Australia  had 
shown  that  tapes  provided  a  more 
stimulating  presentation  than  the  written 
word,  they  gave  external  university 
students  greater  motivation  to  study  and 
helped  them  counteract  their  feelings  of 
isolation.  Tape/slide  presentations  were 
available  from  the  Pharmaceutical 
Society,  Dundee  University's  medical 
audio-visual  aids  centre,  the  Distributive 
Industry  Training  Board  and  the  pharma- 
ceutical industry.  Dr  Maddock  suggested 
that  a  national  body  such  as  the  Pharm- 


ceutical  Society  should  consider  the 
design  and  availability  of  equipment  so 
that  standards  could  be  agreed.  His  com- 
pany was  also  experimenting  with  pro- 
grammed learning  techniques. 

Dr  F.  Fish,  dean  of  London  University 
school  of  pharmacy,  said  that  the  most 
immediate  need  in  continuing  education 
was  updating  courses  for  those  who  have 
been  qualified  for  some  time.  The  pro- 
posed regional  education  committees 
should  have  a  useful  role  to  play  in 
developing  such  programmes. 

New  clinical  course 

A  new  MSc  course  in  clinical  phar- 
macy is  to  be  introduced  at  London 
University  School  of  Pharmacy  in 
October  1980,  Dr  Fish  announced.  The 
course  was  designed  to  teach  the  advan- 
ced scientific  concepts  behind  the 
rational  selection  of  drugs  and  the 
clinical  aspects  would  be  taught  at 
Northwick  Park  Hospital.  Pathology  and 
therapeutics  will  be  taught  bj  medical 
staff  from  various  London  hospitals. 

Dr  G.  Cust,  chief  medical  officer. 
Health  Education  Council,  described  the 
principles  involved  in  helping  the  public 
learn  about  medicines.  The  health  care 
professions  should  decide  what  they 
wanted  the  public  to  know  and  the  in- 
formation given  should  be  based  on 
scientific  knowledge.  The  public  should 
be  made  aware  of  the  concept  of  relative 
risk,  they  should  not  be  given  excessive 
expectations  of  drugs,  they  should  know 
how  to  take  medicines  and  how  to  store 
them,  yet  not  accumulate  them. 


There's  still 
a  chance 
to  go  Carnation 
to  Amsterdam! 


(Closing  date  for  the  great  Cuxson  Gerrard 
write-a-slogan  competition  is  31st  May  1979. 
Entry  forms  still  available  from 
Cuxson, Gerrard  &  Co.  (Dressings)  Ltd.. 
Oldbury,  Warley,  West  Midlands  B69  3BB-but  hurry!) 
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PROFESSIONAL  NEWS 

Pharmaceutical  Society  of  Northern  Ireland 

Health  officials  seek  talks 
on  future  of  pharmacy 


Department  of  Health  officials  have  sug- 
gested meeting  representatives  of  the 
pharmaceutical  profession  to  discuss  the 
report  on  the  future  pharmaceutical  ser- 
vice in  Northern  Ireland. 

Mr  Kerr  said  at  the  Pharmaceutical 
Society  of  Northern  Ireland's  Council 
meeting  this  month  that  the  Society's 
president  and  secretary,  together  with 
Mr  Dillon,  Mr  O'Rourke  and  himself 
representing  the  Pharmaceutical  Con- 
tractors Committee  and  the  Ulster 
Chemists'  Association  should  meet  the 
officials.  The  points  to  be  discussed  had 
been  set  out  and  he  was  arranging  a 
brief  meeting  of  the  five  pharmacists.  It 
was  likely  that  the  report  would  be  con- 
sidered at  a  meeting  of  the  Central 
Pharmaceutical  Advisory  Committee 
towards  the  end  of  lune. 

Next  year  the  Society's  regulations 
would  require  those  wishing  to  obtain 
the  Northern  Ireland  qualification  to 
satisfy  the  Council  that  they  had  attended 
a  management  course.  The  secretary  said 
he  had  prepared  a  note  setting  out  the 
various  conditions  to  be  filled  in  order 
to  become  eligible,  by  examination,  for 
registration  in  Northern  Ireland.  The 
note  was  approved  by  the  Council  and 
the  secretary  said  he  would  try  to  ensure 
that  the  final  year  students  in  Queen's 
University  department  of  pharmacy  each 
received  a  copy. 

Twenty  attended  talks 

The  president  said  that  some  20  pre- 
registration  students  had  attended  the 
management  course  conducted  by  Dr  G. 
Booth  and  Dr  I.  lones,  postgraduate 
school  of  studies  in  pharmacy.  University 
of  Bradford,  April  20-22.  Mr  G.  Collins. 
Scholl  (UK)  Ltd,  had  given  a  talk  on 
elastic  hosiery  and  Mr  McMullan  on  the 
Northern  Ireland  Drug  Tariff. 

It  was  agreed  that  Council  representa- 
tives would  meet  the  veterinary  sub- 
committee of  the  Ulster  Chemists'  Asso- 
ciation on  lune  7  to  discuss  retail  sales 
of  veterinary  medicines. 

The  secretary  said  he  had  been 
approached  by  Mr  D.  A.  Giles,  secretary 
of  the  Northern  Ireland  Branch  of  the 
Guild  of  Hospital  Pharmacists,  to  ask 
if  some  Council  members  would  meet 
Guild  officers.  It  was  agreed  to  suggest 
lune  18  as  a  possible  date. 

Mr  Kerr  stated  that  a  meeting  of  the 
European  pharmacy  group  would  be 
held  in  Brussels  on  lune  12  and  since 
it  was  likely  that  a  number  of  important 
matters  would  be  discussed  he  asked  if 
the  Council  wished  him  to  attend.  This 
was  agreed.  Mr  Kerr  said  he  had  re- 
ceived correspondence  indicating  that  an 
EEC   advisory   committee   on  pharma- 


ceutical education  would  be  established 
in  the  near  future.  It  seemed  that  each 
member  country  would  have  three  repre- 
sentatives on  the  committee,  one  from 
industry,  another  from  the  universities 
and  the  third  from  general  practice.  In 
addition  there  would  be  three  alternative 
members.  He  suggested  that  Northern 
Ireland  should  have  a  representative  of 
at  least  the  alternative  status  and  he  was 
authorised  to  pursue  this  view  when 
UK  appointments  were  being  made. 

The  president  said  he  had  had  the 
pleasure  of  attending  the  annual  meet- 
ing and  dinner  of  the  Lurgan,  Porta- 
down  and  Armagh  Branch  in  the 
Bannville  Hotel,  Banbridge,  on  April  30. 
Invitations  had  been  sent  to  pharmacists 
in  Lisburn  and  he  was  pleased  that  a 
number  were  present  and  that  Mr  R.  E. 
Holiday.  Lisburn,  had  been  elected  chair- 
man for  1979-80.  Mr  R.  H.  Caughey  had 
agreed  to  continue  as  secretary  and  these 
two,  together  with  Mr  M.  V.  A.  Napier 
and  Mr  T.  Lee,  would  form  the  com- 
mittee. He  said  that  the  branch  had  had 
a  successful  year  under  the  chairmanship 
of  Miss  M.  I.  Watson  and  congratulated 
her  on  all  that  had  been  achieved  under 
difficult  circumstances.  Mrs  O'Rourke 
endorsed  what  the  president  had  said. 
Armagh  was  not  the  most  peaceful 
county  in  Northern  Ireland  but  the 
meetings  were  always  well  attended. 

The  report  of  the  Finance  Committee 
was  adopted.  Mr  Dillon  said  there  was 
a  considerable  sum  of  money  in  the 
Society's  Trustee  Savings  Bank  account, 
more  than  sufficient  to  meet  expenditure 
until  the  end  of  the  financial  year. 


Mr  Chambers  said  he  was  concerned 
about  a  radio  programme  on  alcoholism 
during  which  it  was  alleged  that  some 
alcoholics  obtained  money  from  phar- 
macists for  prescriptions  and  then  spent 
it  in  purchasing  spirits.  Mr  O'Rourke 
said  he  thought  the  programme  was  a 
repeat  of  one  broadcast  some  time  ago. 
He  understood  Mr  Eakin  had  protested 
at  the  time,  but  unfortunately  Mr  Eakin 
was  not  at  the  meeting.  It  was  agreed 
that  the  secretary  should  contact 
Mr  Lakin  about  the  matter  and  also 
inform  the  pharmaceutical  officer, 
Central  Services  Agency. 

An  offer  from  Vestric  Ltd  to  present 
a  mortar  and  pestle  to  the  Society  was 
considered.  It  was  agreed  that  a  mortar 
and  pestle  similar  to  those  on  display 
and  owned  by  Mr  O'Rourke  would  best 
suit  the  Council's  need;  the  president  and 
secretary  were  authorised  to  make  the 
necessary  arrangements  with  the  donors. 

It  was  agreed  not  to  consider  the 
applications  for  the  C.  W.  Young  Schol- 
arship until  the  next  meeting.  An  appli- 
cation had  been  submitted  but  questions 
about  the  possibility  of  other  graduates 
being  interested  was  raised.  Dr  Swanton 
said  he  understood  the  results  of  the 
pharmacy  degree  examinations  would  be 
known  about  lune  18.  A  number  en- 
gaged in  the  final  examinations  hoped  to 
undertake  research  but  a  good  second 
class  first  division  degree  was  necessary 
in  order  to  obtain  a  Department  of 
Education  research  grant.  It  could  well 
be  that  some  aspirants  might  not  reach 
that  level  and  decide  to  apply  for  the 
C.  W.  Young  Scholarship. 

The  applications  for  registration  as 
students  of  Maureen  lane  Bannon,  4 
Glenard  Road,  Omagh;  Sudesh  Kapur 
(nee  Mehan)  12  Clare  Road,  Ballycastle; 
Mary  Antoinette  McDermott,  1  Camo- 
wen  Terrace,  Killyclogher  Road,  Omagh 
and  Mei  Lini  Soh,  104  Eglantine  Avenue, 
Belfast,  were  granted.  The  application  of 
Carol  McMeekin,  24  Deramore  Park, 
Belfast,  for  registration  as  a  pharma- 
ceutical chemist  was  granted. 


Mrs  N.  Lavis,  one  of  the  joint  winners  of  the  Vicks  Medinite  Competition  for  chemists' 
assistants,  is  congratulated  by  Mr  G.  Bell  from  Vicks  and  Mr  Good  of  J.  S.  Good  & 
Sons.  The  winners,  Mrs  Lavis  and  Mrs  Lumby  of  Lumby  Chemist,  won  an  all-expenses 
paid  shopping  weekend  in  London  plus  £75  spending  money. 
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SPRING 
STOCKING 
SPECIAL 


Chemist-only  Diocalm:  everything  points  to 

SUNNY  SALES 


AHEAD 


A  RECORD-BREAKING  YEAR  for  holidays  abroad.  Package  deals 
booked  solid.  Every  plane  seat  filled.  Car  ferries  crammed  to  capacity. 
That's  the  situation  that  every  travel  agent  reports. 

Sowhat'sthe  situation  chemists 


can  expect?  Naturally,  all-time 
record  sales  for  Diocalm,  the  one 
and  only  nationally  advertised 
antidiarrhoeal. 

CUSTOMER  TRUST 

For  travellers  abroad,  whether  on 
holiday  or  business,  Diocalm  meets  every 
need.  It's  effective  -  really  can  stop  tummy 
bugs,  holiday  tummy,  diarrhoea  or  whatever, 
wrecking  precious  days  in  the  sun. 

It's  widely  known  and  trusted,  too.  And 
it  comes  in  handy  tablet  form,  easy  to  pack. 

CHEMIST  CONFIDENCE 

For  you,  the  chemist,  Diocalm  is  ideal  as 
well.  You  know  it  does  its  job  without 
causing  harmful  side-effects.  You  know  it's 
suitable  for  children  as  well  as  adults.  So 
you  know  you  can  recommend  it  with  con- 
fidence for  self-medication. 

ADVANTAGE 

There's  another  big  advantage  about 
Diocalm.  It's  a  chemist-only  brand  -  one 
that  brings  customers  to  your  pharmacy  and 
so  generates  sales  for  other  lines  as  well  as 
itself.  Clearly  a  brand  to  order  in  quantity 
and  in  good  time  for  summer  holidays 
which  start  earlier  every  year. 


DON'T  CATCH  A  COLD! 


Winter  may  go  but  colds  and 
chills  stay  around.  Which  means 
customers  will  go  on  demanding 
Beechams  Powders  and  Beechams 
Powders  Hot  Lemon.  Don't  catch 
cold  by  being  caught  without 
stocks  of  Britain's  No.  1  cold  rem- 
edy. Reorder  now  and  reorder  big! 


Tummy  bug  rain  our 
holfday?Not  likely] 


Tummy  bugs,  strange  food  ot  drink, 
different  water     any  unci,  .in  cause  holiday 
diarrhoea  and  nun  precious  days  in  the  sun 

But  with  I  )iocalm,  th.n  needn't  happen. 
I  >iiK.ilni  son thes  discomfort  within  minutes 

and  neutralises  intestinal  germs  and  toxins  sc 

ettet  lively  it  i.in  stop  diarrhoea  in  a  tew  hour 
Better  he  sate  than  sorry.  Goiny  on  holida 
always  pact  Diocalm.  It's  the  kind  of  /\ 
remedy  d< «  tors  recommend  -  tor       /  *\ 


Diocalm 


Stops  Diarrhoea 


Above:  first  ad  in  Diocalm's  bright  new 
look  campaign.  Breaking  this  month,  it 
continues  through  summer  with  new  high 
frequency,  then  changes  gear  for  winter 
months. 


TV  WINNER! 


Phensic 


"Find  out  the  first  time  with  Phensic"  . . . 
now,  as  this  winner  among  TV  slogans  beams 
out  again  across  the  network,  the  brand 
launches  its  handy  new  1 2- tablet  pack. 

Packs,  plus  ads,  plus  concentrated  heavy 
expenditure  -  £250,000  densely  packed  into 
just  two  months  on  TV  -  will  assuredly  bring 
you  more  and  more  "first-timers".  Bring  you 
more  and  more  profit,  too,  from  current 
special  deals.  All  of  which  says  it's  time  to 
check  stocks,  time  to  reorder. 

CHANGING  TO  SETLERS 

Already  No.  2  in  the  £6m.  indigestion 
remedies  market,  Setlers  plan  to  increase 
their  brand  share  still  further.  And  all  by- 
reporting  market  facts. 

"People  are  changing  to  Setlers"  say  the 
new  commercials  which  will  first  reach  TV 
screens  this  month  and  will  appear  again 
and  again  through  summer  and  autumn. 
Restock  now  and  see  how  express  relief 
brings  express  turnover ! 

SALES  EXTRA 

Holiday  time  is  cut-and-graze  time.  So, 
now  more  than  ever,  keep  Germolene  to 
the   fore.  Phyllosan,  Yeast-Vite  and  Iron 

J  el  lo  ids  too  .  .  .  they're  always  big  sellers 
after  a  long,  hard  winter. 


TONIC  FOR 
SALES! 


Together  in  this  Spring  Health  counter  dis- 
play, Phyllosan,  Yeast-Vite  and  Iron  Jelloids 
are  bound  to  give  seasonal  sales  a  big  boost. 
You  get  big  return  on  small  counter  space. 
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COUNTERPOINTS 


Cherub  safety  soother 
new  from  Maws 


Maw's  Cherub  safety  soother  (£0.21)  has 
been  designed  specifically  to  conform 
with  British  Standard  No  5239.  Some 
six  million  baby  soothers  are  sold  in 
Britain  each  year.  To  stop  the  sale  of 
badly  designed  products,  particularly 
poor  quality  imports,  legislation  based 
on  this  British  Standard  and  applied  to 
all  retailers  from  January  1979,  made  it 
an  offence  to  sell  any  soothers  which  do 
not  conform  with  the  Babies  Dummies 
(Safety)  Regulations  1978. 

Maws  have  purposely  kept  the 
Cherub's  design  plain  in  order  to  elimi- 
nate dangerous  dirt  traps.  However  it  is 
finished  in  four  bright  colours — orange, 
yellow,  blue  and  white.  Recent  market 
research  has  shown  that  most  young 
mothers  prefer  these  colours  for  their 
baby,  to  the  old-fashioned  pastel  shades 
of  pale  blue,  pink  and  off-white. 

The  new  Cherub  safety  soothers  are 
individually  bubble-packed  on  card  fin- 
ished in  Maw's  new  packaging  colours 
of  orange,  brown  and  blue.  Each  card 
has  a  hanging  hole  and  carries  user's 
instructions  on  the  reverse  side.  Ashe 
Laboratories,  Ashetree  Works,  Kingston 
Road,  Leatherhead,  Surrey. 

Arrid  summer 

A  new  £100,000  Press  campaign  is  being 
mounted  for  Carter-Wallace's  range  of 
Arrid  extra  dry  antiperspirant  deodor- 
ants. This  year's  advertising  will  take  the 
form  of  a  two  stage  campaign  which  the 
company  says  has  been  created  to  high- 
light the  unique  benefits  of  the  Arrid 
range. 

The  first  stage  of  the  campaign  breaks 
in  June  and  runs  through  the  peak  sell- 
ing' season  until  the  end  of  September. 
Featuring  Arrid  light  powder,  the  new 
advertisement,  which  uses  an  original 
visual  theme,  will  be  appearing  in  full 
colour,  full  page  format  in  major  wo- 
men's magazines.  The  new  campaign 
emphasises  the  advantages  of  the  light 
absorbent  talc  incorporated  into  the  pro- 
duct which,  "goes  on  dry  to  keep  you 
drier."  Carter-Wallace  Ltd,  Wear  Bay 
Road,  Folkestone,  Kent. 

June  savings  on 
NPA  products 

In  all,  the  NPA  are  offering  the  con- 
sumer savings  on  13  of  their  lines 
between  June  4  and  June  29.  They  are 
4p  off  the  price  of  a  pair  of  Nusoft 
rubber  gloves,  4p  off  Sunpure  orange  and 
lemon  and  3p  off  Sunpure  lime  juice, 
5p  off  Nusoft  150s  white,  plus  a  new 
addition  to  the  NPA  range  of  150s — 
multicolour  tissues,  5p  off  Nusoft  twin 


pack  toilet  rolls,  5p  off  Nusoft  cotton 
buds,  3p  off  a  -pack  of  Nusoft  disposable 
nappies  and  5p  off  a  pack  of  Nusoft 
nappy  liners,  and  4p  off  Nusoft  hair- 
spray,  5p  off  Nusoft  antiperspirant  deo- 
dorant, 6p  off  Nusoft  foam  bubble  bath 
and  6p  off  Nusoft  shampoo. 

The  independent  chemists  will  receive 
bonuses  on  all  these  products  as  well  as 
on  Nuhome  liquid  products,  Sylvania 
Flash  and  NPA  counter  and  prescription 
bags,  which  will  now  be  boxed  for  easier 
handling  and  distribution.  In  addition 
there  will  be  a  34p  coupon  mailed  to  all 
retail  chemists,  redeemable  against  the 
first  case  of  the  new  multicolour  150s 
tissues.  ICML,  51  Boreham  Road,  War- 
minster, Wilts. 

Yeast  Pac 
advertising 

Sales  of  Yeast  Pac  medicated  mask  are 
said  to  have  responded  well  to  high  fre- 
quency advertising  in  young  womens' 
journals  last  year,  with  sachets  showing 
a  volume  increase  of  60  per  cent.  A  new 
campaign  starts  in  June  and  will  last 
until  March  next  year  in  young  womens' 
magazines.  De  Witt  International  Ltd, 
Seymour  Road,  London  E10  7LX. 

Pink  marble  Shield 

Lever  Brothers  have  now  made  Shield 
soap  available  with  pink  marbling.  Pink 
marble  Shield  (family  size  £0.28',  large 
£0.23  and  small  £0. 14i)  is  available 
nationally.  Lever  Bros  Ltd,  Port  Sun- 
light, Wirral,  Merseysidc. 


Heinz  distribution 
in  the  eighties 

During  the  next  12  months  Heinz  will 
spend  more  than  £21  million  on  their 
total  UK  marketing  effort,  a  record 
level  of  support  by  the  company,  accord- 
ing to  Roy  King,  marketing  and  sales 
director.  The  advertising  programme 
brings  Heinz  baby  foods  "back  on  tele- 
vision." 

Heinz  say  their  aim  is  to  fill  the  ernp'y 
shelf  space  which  will  become  available 
following  the  March  decision  by  Gerber 
to  withdraw  from  the  baby  food  market. 
Heinz  will  be  stepping  up  their  adver- 
tising spend  by  90  per  cent  during  the 
next  12  months  as  part  of  a  £1.6m  mar- 
keting budget.  This  extra  activity  is 
taking  place  when,  lor  the  first  time  m 
13  years,  the  birth  rate  is  significantly 
increasing. 

The  Heinz  Baby  Food  Advisory  Ser- 
vice will  distribute  576,000  Bounty 
parcels  each  year  to  new  mothers  within 
48  hours  of  giving  birth.  The  contents 
include  copies  of  the  Heinz  feeding 
guide  "Milk  to  Mixed  Diet"  and  the 
Heinz  Baby  Club  booklet  (which  offers 
discounts  on  baby  items)  and  money-off 
coupons  for  Heinz  foods.  H.  J.  Heinz 
Co  Ltd,  Hayes  Park,  Hayes,  Middlesex. 

More  Sinex 

Sinex  spray  is  being  increased  to  22m! 
packs  (£0.81).  Until  stocks  of  the  20ml 
are  exhausted  both  packs  will  be  in 
circulation.  Richardson  Merrell  Ltd, 
20  Queensmere,  Slough,  Berks  SL1  1YY. 

Cupal  vitamin  C 

Cupal  Ltd  have  introduced  vitamin  C 
tablets  50mg  (100,  £0.30)  to  their  range. 
Cupal  Ltd,  King  Street,  Blackburn, 
Lanes  BB2  2DX. 


ON  TV 
NEXT  WEEK 

Ln — London;  M — Midlands,  Lc — Lancashire.  Y — 
Yorkshire,  Sc— Scotland;  WW— Wales  and  West. 
So — South,  NE— North-east.  A — Anglia.  U— Ulster; 
We — Westward,  B — Border,  G — Grampian, 
E — Elreann;   CI — Channel  Island- 
Agfa  motor  cameras:  All  areas 
Agree:  All  areas 
Alka  Seltzer:  All  except  A 
Anadin:  All  areas 
Crest:  Ln,  Y,  Sc,  U,  We,  G,  CI 
Head  &  Shoulders:  All  except  Ln,  M,  Sc, 

B,  G,  E 
Immac:  E 
Mum:  All  areas 
Oil  of  Ulay:  All  except  E,  CI 
Piz  Buin:  All  areas 
Rennie:  All  except  Ln,  U 
Zest:  M,  Lc,  Sc,  B,  G 
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COUNTERPOINTS 


Smith  &  Nephew  introduce 
merchandising  units 


"Space  Saver  Kits"  are  the  new  mer- 
chandising units  designed  for  on-shelf 
display  of  the  Tender  Touch  range  of 
cotton  wool  products — rolls,  pleats  and 
cleansing  puffs.  "The  unique  design  of 
Space  Saver  Kits  means  they  can  be 
used  to  display  any  or  all  of  the  Tender 
Touch  range",  says  Sandra  Lawes,  senior 
branch  manager  for  Tender  Touch  at 
Smith  &  Nephew.  "Our  experience  has 
shown  that  colourful,  eyecatching  on- 
shelf  displays  increase  consumer  off-take 
because  cotton  wool  is  to  a  large  extent 
an  impulse  purchase". 

Cotton  wool  products  can  be  difficult 
to  display  attractively  on-shelf  because 
of  their  bulk  and  the  need  to  identify 
them,    says    the    company,    but  Space 

Unichem  snaps  into 
another  promotion 

Unichem  are  running  a  special  consumer 
promotion — "Blinking  Good"  baby 
prices  competition — between  June  1  and 
June  30.  Consumers  have  to  purchase 
one  or  more  of  25  special  baby  products 
on  which  the  promotion  is  based.  They 
are  then  entitled  to  enter  the  competition 
which  requires  them  to  send  in  a  photo- 
graph of  their  baby.  The  mothers  who 
send  in  the  25  best  photographs  will  each 
receive  a  prize  of  a  Kodak  Ektra  22 
camera. 

The  pharmacist  who  serves  the  entrant 
of  the  best  of  the  photographs  will  re- 
ceive a  holiday  for  two  adults  and  two 
children  for  ane  week  in  Disneyland, 
Florida,  USA. 

The  promotion  products  are:  Angiers 
junior  aspirin;  All  Fresh  baby  wipes; 
Babettes   nappies;   Cow   &  Gate  baby 


Savers  are  said  to  be  able  to  solve  all 
the  retailer's  problems  o'f  optimising  the 
use  of  precious  shelf  space,  keeping  the 
products  tidy  and  displaying  prices.  The 
basic  unit  in  the  Tender  Touch  colours 
of  cerise  and  blue  can  be  fixed  on-shelf 
by  self-adhesive  strips.  The  width  of  each 
unit  can  be  varied  by  up  to  three  inches 
and  adjoining  units  can  be  connected 
using  a  plastic  strip. 

Boldy  marked  self-adhesive  price  labels 
for  each  of  the  Tender  Touch  range  of 
products  are  available  for  use  with  the 
Space  Savers.  The  kits  can  be  obtained 
exclusively  from  Smith  &  Nephew  repre- 
sentatives. Smith  &  Nephew  Ltd, 
Bessemer  Road,  Welwyn  Garden  City, 
Herts. 


foods,  strained/junior/toddler;  Cuticura 
bubbly  foam  bath:  Dentinox  gel  and 
Dentinox  toothpaste;  Dinnefords  gripe 
mixture;  Keldon  Fruit  Tree  (orange); 
Liga  rusks;  Matey  bubble  bath  and 
Matey  shampoo;  Milupa  infant  foods; 
Milumil  baby  milk;  Optrose  rosehip 
syrup;  Ovaltine  teething  rusks;  Paddi 
Pads:  Pears  soap;  Savlon  liquid,  Savlon 
babycare  powder  and  Savlon  babycare 
cream;  Tufty  Tails  and  Tufty  pants; 
Vaseline  petroleum  jelly  and  Whistling 
Pops.  Unichem  Ltd,  Crown  House, 
M or  den,  Surrey. 

Optrex  campaigns 

Optrex  Ltd  are  concentrating  on  the 
women's  Press  with  a  new  £500,000  ad- 
vertising campaign  for  their  eye-care 
brands;  Optrex  lotion,  Eye  Dew,  Crys- 
tal Clear  and  Clearine  eye  drops. 

"You'll  never  know  how  good  they 
can  feel  until  you  wash  them"  is  the 


theme  of  a  new  campaign  for  Optrex 
lotion  which  talks  to  a  wider  target  mar- 
ket about  the  virtues  of  having  "fresh" 
eyes.  This  is  the  first  time  Optrex  have 
advertised  the  lotion  in  the  women's 
Press, 

Crystal  Clear,  the  cosmetic  product 
aimed  at  the  woman  who  wants  to  look 
her  best  and  "bring  back  the  sparkle 
the  years  take  away"  is  being  supported 
in  the  women's  Press  with  two  single 
page  colour  advertisements.  Two  pro- 
vocative headlines  have  been  created  to 
appeal  to  the  fashion  conscious  woman 
over  thirty:  "It  only  takes  10  seconds 
to  look  ten  years  younger''  and  "You 
don't  get  sparkling  windows  by  painting 
the  frames",  both  with  the  sign-off  "Crys- 
tal Clear  takes  years  off  your  eyes". 

The  launch  of  Clearine  eye  drops  for 
sore  eyes,  a  pharmacy  only  product,  is 
being  supported  with  a  national  Press 
campaign  and  local  radio  advertising.  The 
product  is  said  to  be  especially  form- 
ulated to  remove  redness  and  relieve  eye 
soreness  particularly  associated  with  hay 
fever  and  "swimming  pool  eyes".  Dur- 
ing May  and  June  "one  in  the  eye  for 
hay  fever"  advertisements  will  be  appear- 
ing in  the  TV  Times.  Radio  Times.  Daily 
Mail.  The  Sun.  Daily  Express.  Sunday 
Mirror  and  Sunday  People.  These  will 
be  followed  by  "Do  your  eyes  hate 
swimming?"  advertisements  in  the  same 
media  and  Swimming  Times  during  July 
and  August.  The  local  radio  advertise- 
ments, which  put  over  the  hay  fever 
message,  will  start  as  soon  as  the  pollen 
count  is  at  its  highest.  Optex  Ltd.  City 
Wall  House.  Basing  View,  Basingstoke, 
Hants. 


PRESCRIPTION 
SPECIALITIES 

Cox  indomethacin 

Arthur  H.  Cox  &  Co  Ltd  have  intro- 
duced indomethacin  capsules  25mg  (500, 
£16.16  trade)  and  50mg  (100,  £6.43  trade) 
to  their  range.  The  capsules  are  pale 
yellow  marked  "Cox  25"  and  "Cox  50". 
Arthur  H.  Cox  &  Co  Ltd.  93  Lewes 
Road,  Brighton,  East  Sussex  BN2  SQL 

Name  change 

Frusemide-Kloref  28  day  treatment  pack 
from  Cox  Continental  has  been  renamed 
Difruzide-KS.  The  company  says  the 
name  change  is  to  avoid  confusion  that 
has  arisen  on  prescriptions  for  the  pro- 
duct. Cox-Continental  Ltd,  93  Lewes 
Road,  Brighton,  Sussex  BN2  3QI. 
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RPOINTS 


Weight  Watchers  products 
now  available  nationally 


Following  a  test  market  exercise,  WW 
Foods  Ltd  are  launching  the  Weight 
Watchers  brand  of  weight  control  pro- 
ducts nationally.  The  company  says  that 
consumer  demand  for  the  initial  phase 
of  products  has  exceeded  all  forecasts 
and  an  ultimate  market  of  £20  million 
is  foreseen  on  a  national  basis. 

Weight  Watchers  brand  foods  will 
cover  a  comprehensive  range  of  weight 
control  products,  eventually  embracing 
every  eating  and  drinking  occasion.  The 
initial  range  includes  a  wide  selection  of 
low  calorie  concentrates,  carbonates  and 
mixers  in  cans  and  bottles,  including  a 
carbonated  chocolate  flavoured  drink. 

The  first  six  in  the  projected  range  of 
canned  fruit  in  low  calorie  syrup  are 
strawberries,  raspberries,  pears,  peaches, 
fruit  salad  and  fruit  cocktail.  WW  Foods 
also  claim  a  world  "first"  with  their 
sugar-free  tomato  ketchup.  A  range  of 
six  calorie  controlled  complete  frozen 
meals  are  currently  in  test  market  and 
will  be  launched  in  September. 

The  company  says  that  the  launch  of 
Weight  Watchers  drinks  takes  place 
against  a  total  soft  drinks  market  which 
is  worth  £1,000  million  at  rsp.  Low- 
calorie  soft  drinks,  which  feature 
strongly  in  the  Weight  Watchers  brand 
initial  range,  are  estimated  to  have 
reached  a  retail  turnover  totalling  £36m 
in  1978.  The  company  is  confidently 
expecting  low-calorie  drinks  to  account 
for  £61  m  in  1980. 

The  national  launch  is  being  backed 
by  a  £im  campaign.  This  includes  full- 
page  colour  advertisements  in  mass 
circulation  consumer  magazines  and 
leading  slimming  publications,  each  in- 
corporating a  5p  off  coupon  putting  12.3 
million  coupons  into  circulation  to  "sell 
the  product  through".  The  products  will 
be  supported  by  point-olf-sale  material 
suitable  for  all  types  of  outlet,  with  the 
hack-up  of  demonstrations  and  distri- 
bution of  money-off  coupons  at  point-of- 
sale,  and  through  slimming  clubs  and 
women's  circles. 

Weight  Watchers  brand  foods  and 
drinks  are  seen  as  fulfilling  a  growing 
consumer  need  in  the  weight  control 
market — forecast  to  be  worth  £160m  this 
year — because  they  meet  the  criteria  of 
"good,  wholesome,  every-day  foods  and 
drinks  with  a  delicious  taste  which  are 
calorie  and  portion  controlled." 

Weight  Watchers  International  is 
probably  the  best  known  weight  control 
organisation  in  the  world,  and  the  orga- 
nisation endorses  all  the  Weight 
Watchers  brand  products  now  being 
launched.  WW  Foods  Ltd  have  com- 
missioned a  readily  identifiable  logo  to 
meet  their  objective  of  pulling  together 


the  fragmented  weight  ccntrol  market. 
"Our  branded  products  are  aimed  at 
everyone  interested  in  weight  control 
and  sensible  eating,  and  not  just  at 
members  of  weight  control  classes"  says 
Mr  Keith  Hale  of  WW  Foods  Ltd.  "In- 
formation which  is  helpful  to  weight 
watchers  on  any  type  of  recognised  diet 
is  given  on  every  pack." 

The  company  claims  to  have  made 
significant  technological  advances  in  the 
product  specifications,  particularly  in  the 
formulation  of  the  tomato  ketchup  and 
canned  fruits.  The  products  are  not  only 
calorie  and  portion  controlled,  but  great 
emphasis  has  been  placed  on  taste.  They 
are  said  not  to  carry  the  "after  taste" 
with  which  low  calorie  foods  have  be- 
come associated.  Saccharin  is  used  in 
the  drinks  which  are  produced  using 
special  technology  and  control  systems 
not  widely  available  in  the  UK. 

The  Imperial  Group,  the  parent  com- 
pany of  WW  Foods  Ltd,  possesses  the 
resources  to  provide  a  complete  tariff 
covering  freezing,  canning  and  bottling 
together  with  the  technical,  production 
and  distribution  know-how  which  will 
eventually  meet  the  objective  of  a  com- 
prehensive range  of  weight  control  foods 
under  one  readily  identifiable  brand 
name.  The  company  is  independent  of 
the  Weight  Watchers  organisation  al- 
though all  its  products  are  approved  and 
endorsed  by  Weight  Watchers  Inter- 
national. WW  Foods  Ltd,  38  Clareville 
Street,  London  SW7  5 A  W. 

Contour  shapes  up 

A  £1,000,000  promotional  compaign  for 
Gillette's  Contour  is  currently  being  seen 
on  national  television.  Since  its  launch 
seven  months  ago.  Contour  is  said  to 
have  gained  strong  sales  and  distribution 
and  is  even  at  this  stage  expected  by 
Gillette  to  capture  nearly  10  per  cent  of 
the  £34  million  shaving  market  by  the 
end  of  the  year.  This  mirrors  the  effect 
the  razor  had  in  America  where  it  be- 
came the  company's  fastest-selling  pro- 
duct and  best-ever  new  product  launch 
in  six  months. 


"The  road  haulage  strike  hit  us  badly 
earlier  in  the  year,  causing  problems." 
said  Contour  brand  manager,  Jonathan 
Dickins.  "Now  we're  back  on  course  and 
even  despite  our  earlier  problems,  our 
share  of  the  systems  sector  has  risen  to 
63  per  cent  with  more  people  using  Con- 
tour every  week."  Latest  research  figures 
for  March  from  Neilsen  and  TCPI  have 
also  suggested  that  Contour  sales  are 
rapidly  climbing  upwards  to  meet  de- 
mand. Gillette  has  already  begun  initial 
work  on  a  Contour  production  line  at  its 
Isleworth  factory.  With  an  initial  invest- 
ment of  £2.9  million.  Gillette  Industries 
Ltd,  Great  West  Road,  Isleworth, 
Middlesex. 

Simply  for  Skin 
on  trial  offer 

From  June  1  a  trial  size  pack  containing 
Simply  for  Skin  cleansing  lotion,  fresh- 
ner  and  moisturiser  (£0.49)  will  be  avail- 
able from  all  Vestric  Branches.  Distri- 
butors: Pharmagen  Ltd,  Chapel  Street, 
Runcorn,  Cheshire. 

Lait  Solaires  aux 
"Simples"  Simon 

Lait  Solaire  aux  "Simples"  Simon  (£2.25) 
is  a  sun  tan  milk  from  France  which  is 
now  available  in  this  country.  It  is  made 
from  "les  simples" — St  Johns  wort,  sage, 
coltsfoot  and  veronica — which  are  said 
to  have  been  found  beneficial  for  the 
skin  since  time  immemorial.  The  milk 
contains  a  UV  filter  to  help  promote 
rapid  suntan  without  burning.  The  milk 
is  slightly  tinted  and  is  rapidly  absorbed 
and  non-sticky.  It  is  said  to  be  suitable 
for  skin  protection  when  mountaineering, 
skiing,  holidaying  by  the  sea  and  against 
wind  burns.  Creme  Simon  (Distributors) 
Ltd,  7  Lauderdale  Parade,  Lauderdale 
Road,  London  W9  ILU. 

Third  orienteering 
championships 

Robinson's  Barley  Water  "Services  to 
Sport"  is  sponsoring  its  third  major 
orienteering  event  this  year — the  British 
Orienteering  Championships  to  be  held 
on  Sunday  May  20,  in  the  Lake  District. 

Most  of  the  top  orienteers  in  the 
country  have  entered  the  Robinson's  Bar- 
ley Waters  British  Orienteering  Champ- 
ionship and  there  are  nearly  2000  entries 
for  the  various  classes.  The  event  takes 
place  in  Grizedale  Forest  and  Bethecar 
Moor,  Satterthwaite.  Reckitt  Products, 
Reckitt  House,  Stonejerry  Road,  Hull 
HU8  8DD. 
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...for 

both  of 
us! u 

Silvikrin  Hairspray,  already  No.  1  in 
Grocers  and  No.  2  in  Chemists,  is 
getting  into  shape  for  total  market 
leadership  with... 

^  new  modern  pack 
-)(-  new  lighter  fragrance 
^  new  formula  for  more  natural  hold 
. . .  than  any  other  brand 

The  Shape  of  Success 
will  be  backed  by 

£13/4m 

on  TV,  Press,  Radio  and  Posters. 
And  that  spells  success  for  both  of  us! 


NEW 


HAIRSPRAY 
for 

NORMAL 
HAIR 


~se"  through  faster. 


Many  women  will  wear 
nothing  else  at  night* 


light  beauty  cream 


Because  new  Ulay  Night  Care  is  a 
dream  come  true: 

A  night  cream  that's  rich  enough  to 
provide  all  the  necessary  nourishment  and 
moisture  skin  needs  throughout  the 
night,  yet  so  light  it's  instantly 
absorbed  and  not  at  all  greasy. 

The  result  is  a  younger- 
looking  skin. 

An  outstanding  promise. 

An  outstanding  product. 

Recommended  Ret.nl  Price  -  50ml.  £1.45. 
F(  )R  FURT1 1ER  INFORMATION  C(  )NTACT :  RICH  ARDSON-MERRELL  LTD.,  20  QUEENSMERE,  SLOUGH,  BERKS.,  SLl  1YY.  TEL:  SLOUGH  34688. 


Night  Care 


From  Ulay -an  outstanding  name  in 
skin  care. 

With  an  impressive  £400,000  worth 
of  advertising  on  TV  and  in  national  women's 
press,  you  can  stock  up  with  new 
Ulay  Night  Care  now  and 
rest  easy. 

When  the  profits  start 
rolling  in,  you  won't  be 


d 


reaming 
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Vestric  stock  Sinclair 
first  pocket  television 


The  new  Sinclair  Microvision  pocket 
television  (£99.95  ex  VAT)  is  now  avail- 
able from  Vestric  Ltd,  Colnbrook.  The 
new  two  inch  screen  Microvision  re- 
ceives all  BBC  and  1TV  channels.  De- 
signed specifically  for  the  UK,  it  retails 
at  less  than  half  the  price  of  the  com- 
pany's award  winning  world  first,  the 
international  Microvision — the  world's 
first  pocket  television. 

The  set — weight  20oz,  size  31  in  wide  x 
2in  deep  x  7in  from  front  to  back — is 
powered  by  four  penlight  batteries  giving 
around  eight  hours  viewing  time — just 
over  5p  for  a  30  minute  programme. 
There  are  two  controls,  on/off  volume 
and  tuning,  the  same  as  a  transistor 
radio.  Brightness  and  contrast  are  auto- 
matically adjusted.  It  is  said  to  be  built 
to  withstand  the  wear  and  tear  of  a 
travelling  life  with  a  shock  resistant  ABS 
case  in  matt  black  with  a  fold-away  tele- 
scopic aerial  and  protected  screen. 

The  Microvision  is  currently  being 
supported  by  a  national,  six  figure  pro- 
motional  campaign,   directed   at  what 


Sinclair's  marketing  director,  David 
Marshall  describes  as  a  major  new 
market  segment:  "Initially  we  encoun- 
tered some  reserve  from  trade,  who  were 
concerned  that  our  set  was  possibly  just 
another  portable  television,  but  with  a 
small  screen".  Others  confused  Micro- 
vision  with  entertainment  centres.  Our 
conviction  is  that  these  other  two  pro- 
duct groupings  are  noncompetitive,  and 
in  fact  retailers  could  benefit  from 
stocking  all  three." 

Mr  Marshall  maintains  that  the  Micro- 
vision  is  essentially  a  personal  item.  "It's 
as  portable  and  useful  as  a  camera  or  a 
pair  of  field  glasses  and,  as  such,  is  being 
bought  by  a  broad  cross  section  of  the 
public  from  teenager  right  through  to 
senior  citizens."  Point  of  sale  material 
available  with  the  Microvision  includes 
a  colour  stand  and  "display"  set,  de- 
signed to  give  the  public  the  opportunity 
to  handle  the  television,  while  avoiding 
the  risk  of  in-store  pilferage.  Sinclair 
Radionics  Ltd,  London  Road,  St.  Ives, 
Huntingdon,  Cambs. 


Uvitan  unit 


Timed  to  coincide  with  a  heavyweight 
Uvitan  television  campaign,  is  a  special 
Uvitan  display  unit  and  merchandising 
exercise  by  the  Quaker  subsidiary  MASS 
Ltd.  Because  of  its  commitment  to  the 
ethical  product  range,  WB  Pharmaceuti- 
cals took  the  decision  to  engage  the 
services  of  a  specialist  merchandising 
force. 

Merchandisers  will  be  calling  on  all 
retail  pharmacies  that  took  advantage  of 
the  recent  bonus  offer  on  the  Uvitan, 
Uvicool,  Uvistat  range,  to  place  and  fill 
this  compact  unit.  The  unit  itself  is  12 
in  wide,  7  in  deep  and  with  backboard 
stands  12  in  high.  It  will  hold  six  tubes 


Uvitan,  three  bottles  Uvicool,  three  tubes 
Uvistat  lOOg,  three  tubes  Uvistat  50g  and 
five  Uvistat  L.  WB  Pharmaceuticals  Ltd, 
PO  Box  23,  Bracknell,  Berkshire. 

Bronnley  introduce 
magnolia  soaps 

Magnolia,  a  new  fragrance,  has  been 
added  by  H  Bronnley  &  Co  Ltd,  to  their 
range  of  soaps  containing  almond  oil. 
Capturing  the  fragrance  of  the  magnolia 
tree's  perfumed  petals  to  which  a  per- 
fect skin  has  been  compared  since  the 
trees  were  first  introduced  to  Europe  in 
the  18th  century,  Bronnley's  new  mag- 
nolia soaps  (box  of  three  hand  soaps 
£1.23,  box  of  three  bath  soaps  £1.95) 
suit  most  skins  with  their  enriched 
recipe. 

Also  new  is  the  shape  of  these  oil 
soaps  which  coincides  with  EEC  regu- 
lations. The  soaps  are  coloured  in  pearly 
pink.  H.  Bronnley  &  Co  Ltd,  10  Conduit 
Street,  London  W1R  OBR. 

L'Oreal  increase 
advertising  budget 

L'Oreal  have  increased  the  advertising 
budget  for  their  new  suntan  range — 
Club  Mediterranee— from  £200,000  to 
£235,000.  The  company  says  that  the  sell- 
in  of  this  new  range  has  been  "extremely 
successful,"  and  it  has  therefore  in- 
vested more  money  into  a  heavyweight 
television  campaign,  which  will  be  sup- 
ported by  an  8-page  advertising  feature 


in  the  June  issue  of  Vogue  and  a  double- 
page  competition  in  the  June  issue  of 
Woman's  World. 

The  30-second  commercial  has  an  un- 
usual theme  and  features  beautiful  sun- 
tanned girls  as  exotic  "sea  creatures"  to 
convey  the  glamour  and  cosmetic  ele- 
ments of  the  brand,  with  the  message — 
"wear  Club  Mediterranee  and  turn  into 
a  sea  creature".  The  campaign  will  run 
for  four  weeks  from  May  20. 

There  is  also  a  new  30-second  version 
of  the  commercial  for  Ambre  Solaire,  the 
theme  of  which  is  "Stay"  with  music 
from  the  record  of  the  same  name.  A 
budget  of  £300,000  has  been  invested  in 
a  television  campaign  commencing  on 
May  20  for  four  weeks.  L'Oreal  (Golden) 
Ltd,  Berkeley  Square  House,  Berkeley 
Square,  London  Wl A  IBX. 

Philips  collection 

Philips  spring  catalogue  of  small  electri- 
cal appliances  is  now  available  free  to 
dealers  from  Philips  representatives.  Illus- 
trated with  more  than  forty  full-colour 
photographs,  the  thirty-two  page  cata- 
logue is  a  complete  guide  to  Philips  ex- 
tensive small  appliance  range. 

The  catalogue  describes  the  new  Phili- 
shave  range  of  shavers  in  their  presenta- 
tion boxes;  the  versatile  Home  Trim  hair 
cutter  now  ivory  coloured;  the  updated 
range  of  electric  blankets  in  eye  catching 
packaging.  These  and  all  the  other 
beauty,  household  and  kitchen  aid  pro- 
ducts are  clearly  described  and  photo- 
graphed. Philips  Electrical  Ltd,  Electrical 
Appliances  Division,  City  House  420 
London  Road,  Croydon  CR9  3QR. 

Garden  use  promotion 
for  Jeyes  Fluid' 

Following  a  new  can  design  last  year, 
Jeyes  Fluid  is  being  further  promoted  as 
an  all-round  gardening  aid  with  an  on- 
pack  offer  of  a  free  copy  of  Practical 
Gardening.  With  gardeners  now  account- 
ing for  more  than  half  of  Fluid  sales, 
Jeyes'  policy  is  to  continue  to  position 
the  product  as:  "The  multi-purpose 
gardening  aid  and  household  disinfect- 
ant." As  product  group  manager,  Alan 
Blackburn  says:  "We  wish  to  broaden 
the  concept  of  Jeyes  Fluid's  many  gard- 
ening uses,  while  retaining  its  solidly 
established  image.  Our  research  has  prov- 
ed that  more  and  more  people  are  turn- 
ing to  the  product  to  improve  their  gard- 
ens and  we  feel  sure  that  this  on-pack 
offer  will  stimulate  trial  purchase  and  re- 
peat buys  will  follow."  Jeyes  Ltd,  Brunei 
Way.  T he t ford,  Norfolk. 
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A  word  about 


Sensodyne  is  the 
up-to-the-minute  word  in  oral 
health.  It's  a  full  range  of  oral 
hygiene  products  -  toothbrushes, 
toothpaste,  dental  floss  - 
designed  to  help  keep  teeth 
and  gums  clean  and  healthy 

There  are  the  established 
Sensodyne  Toothbrushes  -  now 
the  fastest  growing  toothbrush 
brand.  There's  a  choice  of  four  to 
cover  all  the  family's  needs: 
Searcher  and  Plaque  Remover, 


■ 


two  alternative  designs  for 
routine  adult  use  -Junior  for 
children  -  Gentle  for  people  with 
sensitive  teeth  and  gums. 

As  a  companion  to  the 
Gentle  toothbrush  there's 
Sensodyne  Toothpaste  -  a 
special  formulation  to  relieve 
dental  sensitivity 

Now  too,  there  is 
Sensodyne  Dental  Floss  - 
double  textured  and  lightly 
waxed,  so  that  it  spreads  well 
and  is  easy  to  handle. 

But  Sensodyne  means 
more  than  just  a  range  of 
products.  It  also  says  a  lot  about 
quality  Because  Sensodyne 
products  are  professionally 
designed  and  recommended 
by  dentists.  And  Sensodyne 
tells  you  something  about 
promotional  support,  too. 
We're  putting  more  advertising 


Sensodyne 
Searcher 


Sensodyne 
Gentle 


Sensodyne 
Junior 


Sensodyne 
Plaque 
Remover 


>ral  health: 


muscle  behind  the  Sensodyne 
range  than  ever  before.  Already 
Sensodyne  products  are  getting 
more  dental  promotion  than  any 
other  oral  hygiene  range  -  and 
now  we're  also  advertising  the 
toothbrushes  direct  to  the 
consumer,  with  special 
emphasis  on  the  Searcher. 
The  main  target  is  young 
housewives  and  you'll  see  the 
ads  appearing  in  magazines 
like"Woman"  "Living"and 
"Radio  Times." 

Now  about  your  part  in  all 
this.  It's  a  vitally  important  one, 
because  Sensodyne  products 
are  sold  mainly  through  chemist 
shops  -  as  you'd  expect  from 
their  quality  and  pedigree. 
And  we  take  steps  to  make  it 
worth  your  while. 
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All  toothbrushes  and 
floss  are  on  bonus  from  May  to 
July  inclusive  -see  your 
Stafford -Miller  representative 
for  details  of  the  very  special 
promotional  package. 

There's  a  big  new  display 
stand  -  see  illustration  -  holding 
12  dozen  brushes  and  a  dozen 
of  dental  floss. 


Sensodyne  products  are 
premium  priced  -  that  makes 
them  more  profitable  for  you. 
And  their  high  quality  and 
professional  design  are  right  in 
line  with  the  growing  trend 
towards  better  oral  health. 
You  can  put  your  word  behind 
Sensodyne.  We  do. 

Quality  products  for 
dental  health  from 

STAFFORD-MILLER 

Stafford-Miller  Ltd., 

Hatfield, 

Herts. 
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Make  yours  a 
good  summer  with 

Moisturising 
Cream 

1  PACK  1  WITH  EVERY  12 


Oil 


BONUS 


linked  to  display  when  ordered 
through  your  E45  representative 

THROUGH  YOUR  WHOLESALER  OR 

HOW 
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OPEN  SHOP 

Reflections  on  my 
mirror  image 

This  contribution  comes  from  a  proprietor  pharmacist  in  Lancashire 


Every  morning  at  about  eight  o'clock  I 
smother  the  bottom  half  of  my  face  with 
soap  and  stare  in  the  mirror.  Currently 
I  have  reverted  to  using  an  old-fashioned 
safety  razor  with  a  double-edged  blade, 
the  tangle  of  shaving  systems  now  avail- 
able having  sent  me  scampering  back  to 
familiar  tools.  I'm  bewildered  by  the 
variations  on  a  theme,  and  my  customers, 
I  know,  are  completely  'bamboozled.  I 
look  at  my  reflection  in  the  glass.  What 
kind  of  a  pharmacist  am  I  anyway? 

According  to  the  cartoonists,  a  phar- 
macist is  a  man  of  about  93  who  wears 
half-moon  spectacles  and  resembles  an 
inebriated  toad.  I  wipe  the  steam  off 
the  mirror  and  begin  to  scrape  at  the 
underside  of  my  chin.  Surely  that's  not 
•the  image  /  present  to  the  world  At 
least  I  can  see  where  my  neck  joins  my 
shoulders  and  guide  a  razor  unassisted 
over  the  contours  of  my  face.  And  I 
don't  think  I'm  untypical. 

We  don't  match  up 

Nevertheless  the  popular  impression 
of  the  retail  pharmacist  doesn't  seem  to 
match  up  with  me,  or  any  other  chemist 
I  know.  Some  of  the  wholesalers,  for 
instance,  see  me  as  a  desk-bound  auto- 
maton able  to  spend  my  working  day 
pressing  buttons  on  a  computer  terminal. 
In  reality  I'm  a  peasant,  dashing  about 
making  hurried  notes  on  a  wants  pad 
with  a  stump  of  a  pencil.  I  spend  half 
my  time  worrying  about  getting  my 
shelves  filled  up  with  stock  and  the  other 
half  wondering  how  to  get  the  stock 
moving  off  the  shelves  again.  For  me 
the  solution  to  my  business  difficulties 
has  always  been  by  grafting,  that's  an 
activity  with  a  higher  physical  content 
than  mental.  Increased  productivity  is 
a  pain  in  the  bottom  of  your  back  at 
the  end  of  the  day. 

I  have  never  been  able  to  go  to  work 
with  a  pre-formulated  plan  on  how  I'm 
going  to  spend  the  day.  The  pattern  is 
dictated  by  the  customers  and  patients, 
the  telephone,  the  arrival  of  a  sales  re- 
presentative or  the  delivery  of  goods. 
Nothing  is  easily  scheduled.  The  secret 
of  success  is  in  adaptation  to  a  hap- 
hazard work  programme.  One  Wednes- 
day in  April  I  arrived  at  the  shop  at 
5.55  pm  for  an  hour  of  "rota".  There 
was  a  queue  waiting  outside,  and  as  I 
unlocked  the  door  they  pushed  past  me. 
My  wife  and  I  and  our  junior  assistant 
were  allowed  to  gain  access  to  the  staff 
quarters  and  the  deluge  started.  We  dis- 
pensed 65  prescriptions  in  the  hour  and 
took  £35.  It  was  amusing  eventually  to 
shut  the  door  and  realise  that  the  notice 
still  read  "Closed". 

Quite  honestly  you've  got  to  be  a  bit 
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primitive  to  survive.  Well  that's  how  it 
seems  to  me.  Showing  rare  candour,  I 
would  describe  myself  as  a  "loner"  who 
likes  to  do  his  own  thing  and  make  his 
own  decisions.  I  rarely  attend  meetings, 
being  impatient  of  committees  and  cor- 
porate thinking  and  compromise.  I  sus- 
pect there  are  quite  a  few  other  mem- 
bers in  the  same  mould  We  are  usually 
described  as  apathetic.  I  think  we're  just 
independent  by  nature  or  conditioning. 

Of  course  the  pharmacist  is  not  the 
only  person  to  be  misunderstood.  The 
marketing  people  misunderstand  every- 
body. Don't  they  realise  that  by  making 
merchandise  too  complicated  they  will 
frighten  off  the  customer  .  .  .  and  the 
shopkeeper?  Apart  from  the  razor  con- 
glomeration, I  offer  for  rationalisation 
fa  fancy  word  meaning  to  axe  dras- 
tically) the  confusion  unlimited  prevail- 
ing among  hair  preparations,  films  and 
flash  goods  and  the  permutations 
applied  to  the  choice  of  a  suntan  pro- 
duct. And  whatever  is  happening  to  in- 
sulin these  days?  The  medicinal  pre- 
sentation of  this  hormone  seems  to  be 
going  through  the  worse  kind  of.revamp. 
And  guess  who's  in  charge  of  the  re- 
designing department?  Old  Macdonald 
and  the  "Jim  will  fix  it"  team.  Six 
months  ago  my  insulin  stock  fitted  into 
one  refrigerator.  I  will  shortly  have  to 
consider  buying  a  third  fridge  to  accom- 
modate the  mushrooming  brands, 
strengths  and  variations.  Must  the 
pseudo-science  used  to  sell  detergents  be 
applied  to  pharmaceuticals? 

A  savage  underneath? 

I  wag  my  razor  solemnly  at  my  re- 
flection before  cutting  a  furrow  through 
the  foam  on  my  right  cheek.  How  does 
the  Pharmaceutical  Society  and  its  in- 
spectorate look  upon  me  and  the  rest 
of  the  membership"7  What  sort  of  an 
"image"  do  we  enjoy  at  HQ?  We're  a 
lot  of  schoolboys,  it  seems,  who  have 
to  be  preached  a  sermon  regularly  lest 
we  revert  back  to  behaving  like  savages. 

Seriously,  isn't  it  about  time  the 
Society  demonstrated  a  little  genuine 
trust  in  the  membership?  The  average 
retail  pharmacist  is  a  paragon  of  virtue 
because  he  hasn't  time  to  be  anything 
else  but  highly  moral  and  law-abiding. 
The  root  of  most  mischief,  after  all,  lies 
in  excessive  leisure  and  the  attendant 
boredom.  Alas,  nearly  all  the  mis- 
demeanours I  have  committed  in  this 
life  have  been  acts  of  fantasy.  In  my 
imagination  I  can  be  a  most  naughty 
boy,  but  in  reality  I've  always  been  too 
busy,  too  late  or  too  tired  to  do  any- 
thing sinful.  I  can  only  swoon  in  ad- 
miration of  Pharmacist  Pete,  the  painless 


ear-piercer,  for  plunging  the  Ethics  Com- 
mittee into  a  Gilbertian  dilemma.  Only 
in  my  dreams  do  I  perform  such  deeds. 

What  can  I  write  on  the  sandwich 
board  outside  my  shop?  "The  Last 
Decent  Pharmacy  Before  The  Motor- 
way"? I  know  if  /  tried  that  one  I'd  be 
professionally  defrocked  quicker  than 
you  can  say  restricted  title.  To  any 
Council  members  hearing  this,  by  the 
way,  I'm  only  joking.  You  remember 
jokes  don't  you? 

I  wipe  the  last  traces  of  soap  from 
my  face.  T  didn't  cut  myself  once.  After 
twenty-five  years  on  the  Register  do  I 
see  a  faint  boyish  glow  on  that  smooth 
cheek?  My  God,  I  hope  so. 


Directory  changes 

The  following  changes  have  been  noti- 
fied since  the  1979  edition  of  Chemist 
&  Druggist  Directory  closed  for  press: 
Coloplast  Ltd.  The  move  to  the  address 
shown  in  the  Directory  has  been  post- 
poned and  the  address  remains  Somer- 
sham  Road,  St  Ives,  Huntingdon  PE17 
4LN.  0480  62600. 

Cox,  Arthur  H.  &  Co.  Ltd.  New  address 
for  marketing  and  sales  division:  Brook- 
side  Avenue,  Rustington,  West  Sussex 
BN16  3LF.  090-62  74231. 
Dixor  Strand  Ltd.  New  address:  Strand 
House,  Nursery  Road,  Thornton  Heath, 
Surrey  CR4  8RJ.  01-689  5501. 
Greenhill  &  Ellis  (Optical)  Ltd.  New 
address:    River  House,  Restmor  Way, 
Hackbridge,  Surrey.  01-669  4388. 
Griffin,  David  Ltd.  New  telephone  num- 
ber:   0258  52678. 

Imported  Wines  Ltd.  New  address:  40 
Victoria  Way,  Charlton,  London  SE7 
7QS.  01-853  2144. 

Innoxa  (England)  Ltd.  New  address: 
202  Terminus  Road,  Eastbourne,  East 
Sussex  BN21  3DF.  0323  639671. 
Knox  Laboratories  Ltd.  Name  changed 
to  Cooper  Health  Products  Ltd.  Address 
as  before  but  telegraphic  address  is 
Cooper  Health,  Aylesbury. 
Lakenlabs.  New  telephone  number:  01- 
404  0428. 

Leichner,  L.  (London)  Ltd.  New  address: 
202  Terminus  Road,  Eastbourne,  East 
Sussex  BN21  3DF.  0323  639671. 
Medicomb  Ltd.  New  address:  3  Taylor 
Street,  Liverpool  5L  5AU.  051-207  6783. 
Orfoid  Co  Ltd.  New  telephone  number: 
Coldstream  2608. 

Pollen  Products  Ltd.  New  address:  Voss 
House,  Thames  Street,  Walton-on- 
Thames,  Surrey.  Walton-on-Thames 
42839. 

Queen  Cosmetics.  New  address:  130  Wig- 
more  Street,  London  Wl.  01-486  6757. 
Robins,  A.  H.  &  Co.  Ltd,  Consumer  Pro- 
ducts. New  address:    14  Conduit  Street, 
London  W1R  9TG. 
Slimming  Aid  Co  Ltd.  New  address:  c/o 
Laleham  Packers   Ltd,  Newman  Lane, 
Alton,  Hants  GU34  2QR.  0420  82644. 
Stiefel  Laboratories  Ltd.  New  telephone 
number  (from  June  1):  Slough  37832. 
Temana  UK  Ltd.  New  telephone  num- 
ber:   0244  881551. 

Thames  Valley  Medical  Supply  Co  Ltd. 
New  telephone  number:    0734  595835. 
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Luxury  Covered  Range: 
Cosiwarm  and  Nylon  Quilted  Floral. 


Luxury  Covered  Range: 
Checkmate  and  Satin  Magic. 


I 


Mr.SiUj  A        it,.  Topsy-Turvij 


Children's  Novelty  Range: 
"Mr  Men!' 


Non -Covered  Range: 
Duo  Radiant,  Super  Radiant  and  Radiant. 


788    Chemist  &  Druggist 


26  May  1979 


(ning  up  a  lot 

customers 
nter. 


Children's  Novelty  Range: 
Babiwarm. 


Children's  Novelty  Range: 
Petshapes. 


Children's  Novelty  Range: 
Hand  Puppets,  Space  Mate  &  P.  Jama  Bear. 

As  you  can  see,  the  Mandelle  range 
of  hot  water  bottles  has  something  to  suit 
every  taste. 

And  if  the  bright  and  colourful  cam- 
paign we're  running  in  women's  magazines 
is  half  as  successful  as  we  confidently  expect 
it  to  be,  you'll  be  warming  up  lots  of  cool 
customers. 

So  stock  up  with  Mandelle  now.  Or 
you  could  find  yourself  in  hot  water. 

■Mandelle 

It  you  require  further  information  on  Mandelle  hot  water  bottles, 
please  contact  Adrian  Jones  at  Haffenden-Richborough  Ltd.,  Sandwich,  Kent 
Telephone:  03046  3381. 
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BRAN-NEW 

SALES* 


Bran  Fare  is  the  first  branded 
bran  in  a  box -so  it's  leading  the 
way  into  a  whole  new  area  of 
sales  opportunity. 

Bran  Fare  is  100%  natural  wheat 
bran,  ideal  for  adding  to  just 
about  any  food  from  breakfast 
cereals  to  soups,  stews  and  cakes 

Bran  Fare  gives  your  customers 
what  they  want  -  natural  bran 
goodness  and  the  roughage  a 
body  needs  -  but  with  a  new  kind 
of  versatility.  And  there's  a  free 
recipe  leaflet  in  every  box  to 
show  them  how. 


Bran  Fare  is  being  backed  with 
full -colour  national  women's 
press  advertising  dunng  Summer 
and  Autumn. 


Packed  12  boxes  per  case. 


FROM  WEETABIX 


HIDDEN  PROBLEMS  OF 
LISTED  BUILDING 


Renovating  and  extending  a  listed  build- 
ing causes  many  more  problems  than 
might  initially  be  obvious.  For  a  phar- 
macist trying  to  keep  the  business  open 
during  the  alterations  the  task  can  be 
a  nightmare,  as  one  Yorkshire  pro- 
prietor found. 

Mr  Michael  Mendelsohn  acquired  his 
Wroe's  pharmacy  in  York  in  1973.  It 
had  previously  been  renovated  in  about 
1958  when  two  adjoining  premises  were 
combined.  After  nearly  20  years,  the 
fittings  had  become  outdated  for  the  in- 
creased turnover  and  trade. 

Mr  Mendelsohn  says  he  was  warned 
not  to  alter  when  he  first  took  the  shop 
because  of  local  trading  habits  and  so 
he  limited  early  changes  to  moving 
counters  out  and  back,  giving  more 
space  and  light.  However,  he  always  felt 
the  need  to  remove  the  cellar  stairs  and 
a  higher  staircase  which  encroached 
badly  on  the  shop.  The  derelict  cellars 
became  a  rubbish  tip. 

Repairs  were  phased.  At  first,  the  front 
was  sandblasted  and  repointed  accord- 
ing to  listed  building  requirements.  The 
17th  century  chimneys,  on  repointing, 
came  to  pieces  brick  by  brick.  They  had 
to  be  taken  down  to  six  feet  below  roof 

The  starting  points.  The  stairs  were 
eventually  removed  with  a  wall  to  widen 
the  shop  and  a  new  staircase  fitted 


level  and  rebuilt.  Although  there  was 
some  grant  aid,  it  involved  repairs  to 
"everything"  including  new  roof  hats, 
and  restoration  of  original  windows. 

The  original  plan  was  to  clean  out 
and  renovate  the  cellars,  and  refit  the 
shop,  but  because  of  holiday  trade  in 
the  pharmacy's  city  centre  position,  it 
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could  only  be  done  between  January  and 
April.  Fortunately  by  that  time  the  ad- 
joining property  was  purchased,  and  the 
buyers  were  also  renovating  allowing  use 
of  the  same  builders. 

Phase  one  of  the  renovation  involved 
boarding  off  a  quarter  of  the  shop,  dig- 
ging a  hole  in  the  floor  and  removing 
flags  and  soil  bucket  by  bucket  through 
an  unused  side  entrance.  Then  the  water 
appeared — old  sewers  were  found. 

A  wall  between  the  two  cellars  was 
removed  and  a  girder  inserted.  Under 
the  returns  were  found  other  supports 
for  the  building,  unknown  to  the  archi- 
tect. The  building  sagged  nearly  one  inch 
— the  doors  had  to  be  adjusted  daily 
Among  cold,  dust,  and  smells  the  staff 
were  apprehensive. 

Make  retail  area 

More  walls  were  found  available  for 
removal  because  they  did  not  support 
anything  but  were  all  impossible  to  see 
by  any  architect.  At  this  point  Mr  Men- 
delsohn decided  to  "go  the  whole  way" 
and,  because  of  the  high  cost  of  ex- 
cavating, thought  he  would  try  to  make 
the  basement  a  retail  area  rather  than  a 
storeroom.  He  says  he  "forced"  the 
architect  to  remove  all  upright  supports, 
in  order  to  gain  clear  floor  area,  and  to 
substitute  horizontal  girders  sunk  into 
ceiling  joists. 

Because  of  high  water  pressure  the 
floor  and  walls  had  to  be  coated  with  3 
inches  of  bitumen,  and  the  floor  whilst 
still  warm,  was  covered  with  3  inches 
of  concrete  to  keep  the  bitumen  down. 
Then  a  3  inch  screed  was  added. 

The  walls  were  bricked  to  protect 
them,  raising  the  floor  height.  After 
final  preparation  there  were  problems 
with  lighting  but  the  builders  managed 
to  sink  concealed  lights  of  varying 
dimensions  between  odd-shaped  ceiling 
joists.  The  final  product  was  almost  500 
sq  ft  of  show  area  with  original  arches 
under  the  street  for  display. 

Phase  two  required  a  time  schedule 
worked  out  critically  by  the  architect 
causing  overtime  and  problems.  The  dis- 

Continued  on  p795 
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On  the  crest  of  a  wave  thi 


In  the  first  week  of  June  Old  Spice  starts  a  wave  of  new 
surfing  commercials  on  television.  And  new  surfing  means  new 
sales  for  you. 

Later  in  the  summer  Old  Spice  is  running  a  huge 
consumer  promotion  to  encourage  your  customers  to  buy  their 
favourite  Old  Spice  products  even  faster. 

So,  be  ready.  Make  sure  that  the  Old  Spice  range  is 
prominently  displayed  in  your  store  and  watch  your  profits  roll 
in  this  summer  -  on  wave  after  wave  after  wave. 


■■nil 


'We've  used  Storeplan  for  this  and  five  other  shops.  Their  fittings  are  versatile . . .  and  help  to  sell  goods  better.  I  rate  them  top  value  for  money' 

Richard  Dawe  —  Gees  Pharmacy,  Kew,  Surrey 


Modernising  like  this  could 
cost  you  nothing. 


Like  to  modernise  like  this  but  feel  you 
can't  afford  it? 

Here  is  a  fact  that  will  change  your  mind. 

In  nearly  every  outlet  we've  modernised, 
their  turnover  has  gone  up  by  a  minimum  of 
25%  ...  5%  is  enough  to  pay  for  the  refit 
within  3  years! 

Each  percent  over  the  five  is  outright  profit. 
Modernisation  has  cost  absolutely  nothing  in 
real  terms  .  .  .  and  given  substantial  extra 
profit. 

The  reason  for  our  success?  Our  totally 
professional  approach  to  your  problem. 

We  work  out  with  you  what  you  need  - 
to  achieve  the  minimum  25%  target.  We  tackle 
your  shrinkage  problem.  Work  our  how  to 
maximise  impulse  purchase  potential,  analyse 
customer  flow  and  so  on. 

We  never  suggest  modernisation  just  for  the 


sake  of  it.  We  set  out  to  help  you  achieve 
agreed  objectives  —  then  produce  your 
Storeplan  accordingly. 
Interested? 

It'll  cost  you  nothing  to  find  out.  Just  clip 
the  coupon  and  profit  by  our  experience! 

Show  me  how  1  can  achieve  at  least  25^  increase 
in  turnover. 

Name  

Company  

Address  


Tel.. 


-turEp/on 


SHOP  INTERIOR  SPECIALISTS 


Storeplan  Ltd..  48.  Tbwerfield  Road,  Shoeburyness.  Southend-on-Sea.  Essex  SS3°QT.  Telephone:  03708  3551  5911. 
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Refitting 
problems 

Continued  from  p791 
pensary  was  moved  to  the  basement  with 
the  new  staircase  in  position.  Mr  Men- 
delsohn used  a  box  file  system  for  dis- 
pensing stock,  which  he  well  recom- 
mends, and  a  temporarily  erected  bench 
and  cannister  of  water. 

The  old  dispensary  was  demolished,  a 
window  blocked  and  a  back  wall  re- 
moved. Stock  then  had  to  be  removed 
from  shop  shelves  and  replaced  in  order 
to  stay  open  for  business.  Then,  on  a 
Sunday,  the  shelving  was  moved,  an 
old  upstairs  staircase  was  taken  out  and 
stock  replaced.  "This  part  was  the 
worst,"  says  Mr  Mendelsohn,  because  of 
the  dirt,  the  tedious  joh  and  the  hours 
and  hours  of  work,  trying  to  have  the 
shop  reasonably  'open'  the  following 
morning." 

The  final  push  was  the  removal  of 
the  shop  side  of  the  wall  where  the  old 
cellar  stairs  were.  That  was  finished  on 
the  Thursday  before  Good  Friday  and 
the  shopfitters  were  to  arrive  on  the 
Thursday  night.  "It  was  that  deadline 
that  kept  us  going,"  he  says.  Using  tem- 
porary cables  because  of  new  wiring,  and 
there  being  no  water,  because  of  re- 
plumbing,  nearly  everything  was  done 
over  the  Easter  period. 

With  the  shopfittings,  Mr  Mendelsohn 
wanted  to  maintain  the  "true  pharmacy 
feel"  without  a  cut-price  image,  even 
though  he  does  cut  prices.  He  also  had  a 
shop  front  in  keeping  with  old  York, 
including  bow  windows.  His  idea  was  to 
use  real  wood  to  give  a  traditional  feel- 
ing but  he  found  that  although  several 

Before  and  after  views  of  the  cellar. 
The  arches  are  the  remains  of  an  old 
tunnel  to  a  nearby  church.  Below — the 
shop  partly  cleared 


shopfitters  were  sympathetic  and  made 
good  efforts,  they  forgot  the  thousands 
of  items  he  had  to  sell. 

In  order  to  increase  trade,  the  main 
consideration  was  to  get  more  people 
into  the  shop  without  over-crowding.  "In 
town,  people  could  easily  go  elsewhere," 
says  Mr  Mendelsohn.  Great  seasonal 
changes  can  mean  major  alterations  to 
layout,  and  short  'bursts  of  trade  in  sun- 
glasses and  suntan  lotions,  etc,  can  cause 
a  display  problem.  Mr  Mendelsohn  has 
tried  to  refit  without  having  obstructions 
such  as  gondolas  and  free  standing  units 
He  is  therefore  trying  to  display  in  the 
new  "lower  sales"  floor.  He  finds  that 
with  the  new  "old"  open  plan  staircase 
positioned  near  the  entrance  area,  people 
can't  resist  going  down. 

Having  opened  the  basic  structure  and 
added  two  feet  to  the  dispensary,  the 


final  appearance  includes  tinted  glass 
mirrors,  and  shelves  over  the  cosmetic 
area,  with  tasteful  arches  for  display  of 
jars.  The  other  two  sides  are  clinical  but 
in  black  stained  wood  with  gold  beading. 
There  are  carpet  tiles  on  the  floor. 

The  lighting  is  under  canopies  but 
there  are  no  spotlights.  The  soft  ceiling 
illuminations  with  greater  light  over  stock 
gives  a  relaxed  and  homely  feeling,  says 
Mr  Mendelsohn. 

Mr  Mendelsohn  says  "the  hassle  and 
aggro  has  been  terrible"  and  doubts  if 
many  pharmacists  would  attempt  a  com- 
plete alteration  whilst  staying  open. 
Although  he  lost  two  members  of  staff 
"on  the  way"  he  says  the  rest  deserve  a 
medal  for  their  support.  However,  all 
agree  it  is  now  a  better  place  in  which 
to  work.  They  are  now  anticipating  the 
benefits  of  increased  trade  and  turnover. 
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Doing  it  yourself  can  pay 


Time,  money  and  inconvenience  are 
three  major  problems  that  have  to  be 
faced  when  refitting,  whether  the  inten- 
tion is  to  provide  a  completely  new  look 
by  remodelling  the  entire  display  or 
simply  to  install  some  extra  shelving.  For 
pharmacists  there  is  the  additional  diffi- 
culty that  NHS  terms  of  service  prevent 
closing  the  shop  while  the  refit  takes 
place. 

Six  years  ago  Shopkit  was  launched  to 
solve  some  of  those  problems  by  pro- 
viding economically  priced  units  and 
shelves  that  could  be  quickly  and  easily 
erected  by  the  retailer.  Shopkit  say  a 
measure  of  their  success  is  that  sales 
have  soared  every  year  and  a  50  per  cent 
increase  is  predicted  for  1979.  The  com- 
pany was  started  by  Mr  John  Wilhelmy 
as  an  off-shoot  of  his  established  opera- 
tion, Span  Shopfitting.  Span  was  run 
along  traditional  lines  with  a  salesforce 
that  called  on  shops  and  fitters  who  in- 
stalled the  orders  gained. 

As  Shopkit  expanded,  Span  was  gra- 
dually run  down  and  today  is  mainly 
concerned  with  servicing  those  regular 
customers  before  Shopkit. 

The  philosophy  behind  Shopkit  is  to 
cut  the  cost  to  a  minimum  while  main- 
taining the  maximum  possible  standards 
of  quality.  The  target  is  a  saving  of  at 
least  50  per  cent  on  other  manufacturers' 
list  prices. 

Cash  with  order 

The  price  is  achieved  by  working  solely 
on  a  cash-with-order  basis  and  operating 
a  tight  organisation  within  the  company. 
All  fittings,  including  joinery,  are  made 
at  the  Peterborough  factory,  and  direct 
selling  excludes  middlemen's  charges  on 
the  basic  price. 

Mr  Wilhelmy  explains:  "We  insist  on 
cash-with-order  so  that  we  do  not  have 
to  borrow  from  the  bank  and  therefore 
do  not  have  to  pass  on  the  cost  of  that 
borrowing  to  our  customers.  We  also 
pay  our  own  suppliers  punctually  and  so 
get  the  best  possible  terms  for  our 
materials." 

The  range  includes  glass  fronted  or 
solid  fronted  counters,  checkouts,  cash 
and  wrap  stands,  wall  and  floor  cabinets, 
and  wall  and  gondola  shelving  units. 
Shelves  are  six,  nine,  12,  15  or  18in  wide 
to  fit  wall  unit  bays  which  are  normally 
24,  36  or  48ins  long  and  gondolas  of  the 
same  length  but  which  are  48in  high. 

All  units  are  free-standing  with  level- 
ling feet  and  use  slim  Hydralon-coated 
uprights  designed  that  shelves  can  be- 
either  horizontal  or  angled.  Backsheets 
are  of  white  plastic  coated  steel  to  reflect 
maximum  light  and  shelves  are  grey 
plastic  coated  made  from  Plasticol  and 


A  typical  Shopkit  system  of  shelves 


Stelvitite.  Brackets  are  of  aluminium  and 
a  free  ticket  rail  is  provided  with  every 
shelf  if  required. 

The  company  has  also  designed  a 
lighting  system,  Spanlite,  which  instead 
of  being  inset  above  each  shelf  projects 
at  an  angle  from  the  top  of  the  unit  to 
illuminate  all  the  shelves  below. 

Shopkit  also  operate  a  free  store- 
planning  service.  From  a  rough  plan  of 
the  shop  and  a  guide  to  the  retailer's 
basic  requirements  the  company's 
designers  prepare  a  detailed  lay-out  with 
a  breakdown  of  cost  sent  by  return  of 
post.  An  order  of  more  than  £1,200 
qualifies  for  installation  by  Shopkit's  staff 
free  of  charge,  and  if  above  £400  it  is 
delivered  free.  Below  £400 — the  average 
purchase — a  10  per  cent  delivery  charge 
is  made  but  any  retailer  can  visit  the 
factory  and  buy  on  a  cash-and-carry 
basis. 

Mr  Wilhelmy  says  the  only  tools  re- 
quired are  a  screwdriver  and  spanner. 
"One  of  our  aims  is  to  take  some  of  the 
mystique  out  of  shopfitting.  We  under- 
stand that  a  retailer's  spare  time  is 
limited  and  that  he  wants  to  get  the 
fixtures  up  and  in  use  as  quickly  as 
possible.  We  don't  expect  our  customers 
to  be  keen  do-it-yourselfers." 

The  company  includes  a  list  of  more 
than  100  customers  in  its  catalogue  so 
anyone  considering  buying  from  Shopkit 
can  find  a  shop  in  their  own  area  where 
they  can  see  and  ask  about  the  units. 


A  staunch  supporter  of  the  indepen- 
dent retailer,  Mr  Wilhelmy  says  "I  am  a 
great  believer  in  the  independent  trader. 
We  began  by  servicing  the  independents 
and  we  have  kept  with  them.  It  takes  a 
great  deal  of  faith  for  a  shopkeeper  to 
send  a  cheque  for  £500  with  his  order  to 
a  company  he  has  not  dealt  with  before 
and  who  might  be  hundreds  of  miles 
away  but  this  is  what  happens.  Today  a 
larger  percentage  of  our  sales  comes 
from  repeat  business." 

Shopkit  are  offering  a  10  per  cent  dis- 
count to  all  C&D  readers  who  place  an 
order  before  June  30.  Details  are  avail- 
able from  Mr  John  Wilhelmy,  managing 
director,  Shopkit,  50  Ivatt  Way,  Peter- 
borough, PE3  7PN. 

Non-slip  surface  for 
wet  floors 

For  floors  likely  to  be  slippery  when  wet, 
Nairn  Floors  have  developed  a  way  of 
laying  Armourflor,  toughened  sheet  lino- 
leum, to  create  a  non-slip  surface.  It 
involves  laying  two  thicknesses  of 
Armourflor,  3.2  mm  and  2.5  mm,  alter- 
nately in  80  mm  wide  strips  across  the 
floor.  By  using  different  colours,  the  floor 
can  be  decorative.  Either  a  gum  spirit 
or  a  vinyl  adhesive  can  be  used  to  bond 
the  Armourflor  overall.  Nairn  Floors 
Ltd,  Kirkcaldy. 
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\bu  never 
see  much 
of  our 
shelving 


But  then  you're  not  supposed  to 

In  properly  designed  and  equipped  shops  you  see  the 
merchandise  not  the  shopf i tt i ngs.  That's  why  our  E  Plan 
system  works  so  well.  E  Plan  is  more  thanjust  acon- 
venient  collection  of  components  -  it's  a  total  merchan- 
dising concept.  With  it  and  our  expertise  you  can  create 
an  environment  that  really  sells. 
E  Plan  modular  fittings  include  wall  units,  gondolas, 
counters,  drawer  and  base  units,  slotted  uprights  for 
walls  and  gondolas,  individually  adjustable  shelves  and 
canopies  with  lighting.  These  quality  shopf itti ngs  are 
available  in  a  large  variety  toensurethatonewill  exactly 
match  your  needs.  To  them  you  can  add  accessories  such 
as  front  risers  and  dividers,  flat-back  bars,  snap-on  arms, 
garment  arms  and  rails,  piccolo  tubes  -  everything  in  fact 
to  make  merchandising  easier  and  more  effective. 

And  if  total  modernisation 


is  your  requirement,  we  can 
offer  you  a  complete 
packagedeal  including 
shopfronts,  lighting,  floor 
covering  etc. 


PLAN 

tomorrows  ideas  today 


SEND  FOR  DETAILS  NOW. 


EUSTACE  INTERNATIONALE  Plan  Estate.New  Road  Newhaven. 
Sussex  BN9  OHE  Tel :  Newhaven  (0791 2)  771 1 
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Shopex  continues  to  grow 


A  feature  of  Shopex  International  '79 
will  be  "Shop  for  tomorrow",  a  shop 
environment  for  the  eighties  presenting 
the  latest  trends  in  retail  management 
and  equipment.  Aimed  at  all  progressive 
retailers  the  exhibit,  presented  by  ICL, 
Church  and  Co,  and  Westbourne  Exhi- 
bitions, the  Shopex  organisers,  will 
include  refrigeration  security,  back- 
ground music,  shelving,  display  and 
flooring. 

Shopex  will  be  30  per  cent  bigger 
this  year  than  the  1978  record  of  8,000 
sq  m.  Again  it  will  be  held  at  the 
National  Exhibition  Centre,  Birming- 
ham, June  3-7.  Opening  hours  are 
Sunday  12  noon  to  5.30  pm;  Monday, 
Tuesday  and  Wednesday,  10  am  to 
5.30  pm,  and  Thursday  10  pm  to  5  pm. 
Tickets  are  available  from  Westbourne 
Exhibitions  Ltd,  Crown  House,  Morden, 
Surrey  SM4  5EB.  Because  of  a  world- 
wide publicity  campaign,  involving  thou- 
sands of  multi-lingual  brochures,  over- 
seas involvement  is  expected  to  be  high. 

The  organisers  have  arranged  an 
all-in  daily  return  travel  package  from 
Euston  (London)  to  NEC  for  £5.50 
(normally  £6.90)  each  day  except  Sun- 
day. Reservations  are  on  the  10.10  from 
Euston  and  the  16.28  from  NEC.  Price 
includes  train  reservation,  coffee  and 
biscuits  on  morning  train,  catalogue, 
and  entrance  ticket.  The  number  of 
places  is  limited. 

Eustace  International,  E  Plan  Estate, 
New    Road,    Newhaven,    Sussex,  are 

launching  three  new  products  at  Shopex, 
illustrating  the  company's  involvement 
from  shopfront  to  interior.  Aluminium- 
framed  counters  are  available  in  fully- 
glazed  and  half-glazed  versions.  Moun- 
ted on  inset  legs  with  adjustable  feet, 
the  counters  are  1.2  x  0.91  x  0.61  metres 
and  are  suitable  for  a  wide  range  of 
merchandise  including  fancy  goods, 
jewellery,  photographic  and  electronic 
equipment,  cosmetics  and  perfumery. 
Eustace  have  developed  an  aluminium 
profile  for  shopfronts  with  provision  for 
coloured  inserts.  They  offer  multiples  a 
corporate  identity  and  independents 
scope  to  create  a  distinctive  shopfront. 
The  Spacesaver  range  of  shopfittings  has 
been  updated.  A  new  material  and 
method  of  construction  provide  durable 
steel  shelves  and  back  panels  coated  with 
liquid  PVC  Binning  clips  have  also  been 
redesigned  (stand  202). 

Hallons  Ltd,  Perry  Road,  Harlow,  Essex 
CM18  7PW,  will  be  introducing  new 
ideas  to  their  range  of  display  products 
including  a  range  of  vacuum  formed 
decorative  panels,  in  autumnal,  Christ- 
mas, and  general  purpose  designs,  for 
window  or  in-store  use.  Also  shown  will 

798    Chemist  &  Druggist 


be  Christmas  trees  in  shimmering  or 
"realistic"  effects,  and  a  tinsel  garland. 
Greton  Displays,  Hallons  associate  com- 
pany, will  be  featuring  a  Magic  Bow 
Tying  Machine  for  producing  decorative 
ribbon  bows  (stand  96). 

Securivision  Ltd,  Securivision  House, 
Rectory  Lane,  Prestwick,  Manchester, 

are  showing  a  new  satellite  unit  to  allow 
monitoring  of  a  large  conventionally 
shaped  shopping  area.  The  company  ex- 
pects a  saving  in  cost  over  conventional 
cameras  in  large  stores  (stand  126). 

D.  Geller  (Business  Equipment)  Ltd, 
15  Percy  Street,  Tottenham  Court  Road, 
London  Wl,  are  showing  for  the  first 
time  the  POS  II  point-of-sale  system. 
Designed  and  developed  by  Nikko,  the 
POS  II  is  now  available  for  early  de- 
livery in  the  United  Kingdom  and 
Republic  of  Ireland,  Geller  say.  Designed 
as  a  stand-alone  system  that  is  also  able 
to  go  on  line  to  a  main  frame  computer 
or  accept  data  from  other  point-of-sale 
units,  it  features  price  look-up  (3,000 
items),  stock  control,  prepricing  and 
credit  control,  and  receipts  transactions 
on  tickets  that  describe  the  goods  in 
addition  to  values  using  a  new  matric 
system.  A  double-sided  display  names 
goods  and  values.  Data  is  captured,  if 
required,  on  tape  cassette  or  floppy  disc 
and  a  variety  of  print  units  is  available 
to  meet  special  needs.  The  Kingtron 
CS210,  electronic  cash  register  (£265)  is 
also  being  shown.  Designed  for  the 
smaller  business,  it  provides  totals  for 
cash,  cheque  or  charge  accounts,  monies 
paid  out,  and  discounts  given.  It  recalls 
transactions  on  a  printed  audit  roll  or, 
if  preferred,  will  issue  an  itemised  receipt 


whilst  retaining  end-of-day  records.  The 
models  are  guaranteed  and  serviced  for 
12  months  without  additional  charge 
(stand  121). 

Arrow  Wire  Products  Ltd,  Boulton 
Road,  Reading  RG2  0NF,  are  showing 
a  range  of  stacking  baskets  designed  for 
on  or  off  shelf  use.  They  are  available 
in  chrome  or  other  finishes.  An  addition 
to  the  Flexi-Firting  system,  is  the  rotary 
triple  facing  unit — combining  a  maxi- 
mum display  area  with  minimum  demand 
on  floor  space  (stand  123). 
Kardex  Systems  (UK)  Ltd,  2  Dyers 
Buildings,  Holborn,  London  EC1N  2JT, 
will  be  demonstrating  the  Pharmatriever 
automated  storage-retrieval  system.  The 
unit  offers  high  storage  space  on  mini- 
mum floor  area,  making  use  of  available 
floor-to-ceiling  height  without  staff  hav- 
ing to  climb  and  reach  to  get  at  top 
shelves  (stand  122). 

Retail  Security  Systems,  Roundhav 
Road  Industrial  Estate,  Grant  Avenue, 
Leeds  7,  will  be  displaying  a  lockable 
sunglasses  stand,  claimed  to  be  the  first 
on  the  market.  The  company's  Tillview 
intended  to  reduce  theft  will  also  be 
shown.  A  multi-window  shell  hides  a 
closed-circuit-television  camera  behind 
eight  obscured  windows.  The  system  can 
be  controlled  from  the  manager's  office  to 
pan,  tilt  and  zoom  in  on  one  of  the  tills 
with  definition  to  such  a  degree  that  the 
till  display  can  be  read,  and  the  goods 
passing  through  monitored  on  a  small 
television  screen.  A  system  can  be  ren- 
ted for  £11.20  per  week  inclusive  of 
installation  and  12  months'  maintenance 
(stand  110). 

Shopfitting  &  Design  Centre  (West  of 
England)  Ltd,  6  Budlake  Road,  Marsh 
Barton,  Exeter,  are  nominated  contrac- 
tors for  the  installation  of  the  continen- 
tal dispensary  drawer  and  sliding  storage 
units  displayed  by  Huwil.  The  units  are 
designed  for  ease  of  handling  when  fully 
laden  and  provide  a  large  amount  of 
storage  space  in  a  confined  area.  A 
method  of  stock  control  can  be  intro- 
duced into  the  ordering  system.  The 
drawer  and  cabinet  fronts  can  be 
finished  in  materials  to  match  the  decor 
of  the  dispensary.  SDC  also  manufacture 
a  modular  system  of  traditional  dispen- 
sary units,  and  shelving  for  the  sales 
area  (stand  185). 

Storeplan  Ltd,  48  Towerfield  Road,  Shoe- 
buryness,  Southend-on-Sea,  Essex  SS3 
9QT,  are  taking  two  stands  to  feature 
new  ranges  of  shop  fittings  with  ex- 
amples of  corporate  identity  pro- 
grammes. Storeplan's  new  contoured 
range  will  be  shown  alongside  examples 
of  work  for  many  large  and  small  retail 
outlets  (stand  171  and  181). 
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It's  a  touching 
problem. 

It's  remarkable  what  goes  missing  the  moment  your  back  is  turned. 
Unfortunately,  insurance  is  no  substitute  for  having  eyes  in  the  back  of  your 
head.  As  your  increased  premiums  will  tell  you. 

But  Shaw  Starline  showcases  are  very  good  insurance  in  their  own  right. 
They  display  your  goods  and  protect  them  at  the  same  time. 
Security  locks  make  sure  nothing  is  removed  unless  you  remove  it. 
Shaw  Starline  showcases  reach  your  shopfitter  in  handy,  ready  to  assemble  kits. 
He'll  have  a  range  of  cases 
in  stock.  And  he'll  glaze 
and  assemble  them  for 
you.  It  couldn't  be  simpler. 

You  won't  need 
expensive  tailor  made 
units.  In  any  case,  you'll 
find  Shaw  Starline  cases 
are  far  better  value  for 
money. 

Ask  your  Shopfitter 
about  Shaw  Starline. 

If  you  have  any 
problems,  mail  the 
coupon  to  us  and  we'll 
ask  a  local  stockist  to 
contact  you. 
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New  dispensary  range 
from  Olney  Bros 


New  from  Olney  Brothers  is  a  range  of 
dispensary  fittings  which  may  be  seen  at 
the  National  Pharmaceutical  Association 
show  in  St  Albans  on  June  16-17.  Olney 
are  not  exhibiting  at  Shopex  this  year 
because  of  the  proximity  of  the  dates. 
The  new  equipment  will  replace  OIney's 
standard  range.  Improvements  include 
more  plastics  on  most  surfaces  for  a 
more  durable  and  hygienic  finish.  Wood- 
grain  melamine  will  be  used  for  non- 
working  surfaces  and  white  for  the 
adjustable  shelves  and  other  components 
and  working  surfaces  to  benches  will  be 
of  plastic  laminate  coloured  to  blend  in 
with  the  total  decor.  All  components  will 
be  "knock-down"  type  to  enable  factory 
manufacture  and  space  saving  in  transit, 
enabling  prices  to  be  held. 

Cellular  ceilings 
improve  acoustics 

The  Formalux  range  of  open  cell  ceilings 
by  Formwood  Ltd  provides  an  answer 
to  the  shopfitter  or  pharmacist  who  wants 
to  create  an  individual  atmosphere  and 
identity,  says  the  manufacturer.  The  aim 
is  to  create  a  more  up-market  image  in 
keeping  with  today's  trends  without  the 
use  of  unsightly  hanging  light  fittings. 

Benefits  are  said  to  be  the  ceiling's 
non-interference  with  existing  sprinkler 
systems  while  concealing  the  units,  and 
improved  acoustics  in-store.  Improved 
communication  is  always  beneficial  to 
business,  say  Formwood.  The  Formalux 
Colour  Tree  range  is  available  in  various 
sizes,  and  seven  colours  from  stock. 
Other  colours  are  to  special  order.  Form- 
wood  Ltd,  Coleford,  Gloucestershire. 

Umdasch  provide 
full  service 

Having  joined  forces  under  Umdasch 
System,  based  at  Berkhamstead,  Herts, 
Harolt  Shopfitters  Ltd,  Mr  Ray  Todd, 
Umdasch  UK  consultant,  and  Dren- 
mead  Ltd  are  operating  as  one  main 
shopfitting  company,  Arconburgh  Ltd. 
They  will  handle  contracts  which  include 
shopfronts,  structural  work,  electrical, 
suspended  ceilings,  and  design  and  decor. 
The  company  says  the  whole  aspect  of 
merchandising  and  marketing  in  the  UK 
is  undergoing  a  slow  but  positive  change 
and  is  becoming  more  in  line  with  that 
of  the  Continent.  The  days  of  just  fitting 
a  shop  with  shelves,  some  paint,  and 
PVC  tiles  on  the  floor  are  fast  disap- 
pearing as  customers  are  becoming  much 
more  demanding. 


To  meet  competition  from  Shopping 
centres  such  as  Brent  Cross  the  High 
Street  shop  has  to  give  customers  the 
same  environmental  atmosphere.  Also  the 
average  retailer  thinks  of  two  main 
problems;  the  cost,  and  whether  the  shop 
will  be  too  "fancy"  for  existing  cus- 
tomers. 

The  Umdasch  system,  says  the  com- 


pany, has  a  basic  support  structure  with 
3,600  aneillaries.  Providing  the  modular 
system  is  flexible  the  addition  of  decora- 
tive panels,  end  cover  panels,  special 
friezes,  and  colour  need  not  be  a  heavy 
additional  cost,  Umdasch  claim.  Because 
all  parts  are  manufactured  at  the  fac- 
tory and  delivered  to  the  shop  as  part 
of  the  total  installation  the  labour  "on 
site"  is  kept  to  a  minimum.  The  installa- 
tion becomes  one  of  assembly  carried 
out  with  the  minimum  of  upheaval  and 
time,  says  the  company.  Labour  is  ex- 
pensive, it  adds. 

Merchandising  units 

The  increasing  necessity  for  display  space 
as  shelf  area  decreases  prompted  Inter- 
display  to  develop  Shop-in-Shop  mer- 
chandising units.  The  system  consists  of 
injection  moulded  trays,  (square,  rectan- 
gular, round,  triangular  and  quarter 
round)  joined  by  interlocking  supports, 
creating  a  free-standing  unit.  They  are 
sold  to  manufacturers  for  use  in  mer- 
chandising their  own  brands,  or  direct  to 
shops,  lnterdisplay  Co,  6  Old  Bond 
Street,  London  1WX  3TA. 


Natrafood  is  a  new  health-food  store  opened  recently  by  chemists  Robert  Howden 
(Southend)  Ltd,  in  Southend.  Storeplan,  the  shopfitters,  have  added  a  corporate  identity 
together  with  "olde  worlde"  fittings,  and  a  new  feature  are  the  graphic  merchandise 
location  signs.  The  1,100  sq  ft  shop  is  the  latest  development  of  Robert  Howden's 
health  food  section,  which  was  originally  part  of  a  pharmacy  located  a  few  doors  away. 
Superintendent  Mr  D.  J.  Reid  acquired  the  pharmacy  in  1971 
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OCTANORM 
DISPLAYS 


Pure  Chemistry 

Improve  your  premises  now.  Install  a  complete 
i  Octanorm  floor  to  ceiling  shopfitting  and  display 
:  system  and  watch  your  sales  soar.  Or  if  you  prefer, 
just  install  new  showcases  and  counters  -  Octanorm 
have  three  ranges  to  choose  from,  but  will  also  make 
units  to  meet  your  specific  requirements. Octanorm 's 
clean,  aesthetic  lines  make  it  ideal  for  Chemist  Shop 
installation. 

Quickly  installed 

All  Octanorm  units  allow  maximum  design  freedom, 
incorporate  a  top  quality  finish  and  are  attractive 
looking.  Remember,  Octanorm  is  not  just  one  or  two 
products  -  it  is  much  more  -  dispensers,  shelf 
brackets,  ceilings,  lighting,  doors  and  window 
displays  -  Pure  Chemistry.  For  a  complete  shop 
design,  planning  and  installation  service  contact  the 
specialists  at  their  new  premises. 


RT  Display  Systems  Ltd 

212  New  Kings  Road 
London  SW6  4NZ 
Telephone:  01-731  4181 
Telex  :  (917403  RT  OCTA  G) 


0.5  fl  oz  115  ml. I 


For  your  hard  lens  patients,  the  total  after-care  system. 

Barnes-Hind's  ongoing  routines  include  the  rigorous  evaluation 
ot  all  available  contact  lenses  tor  compatibility  with  Barnes- 
Hind  solutions,  toxicology,  irritation  and  thorough  In-Vivo 

wearing  studies. 
As  a  result,  your  patients  can  enjoy  the  safest  and  most 
ettecti  ve  range  of  hard  lens  care  products  which  current 

technology  permits. 
All  solutions  are  manufactured  under  the  strictest  sterile 
conditions  conforming  to  G.M.P.  standards. 
Safer,  more  effective  hard  lens  solutions  from  Barnes-Hind. 
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IT  MAKES  YOUR  CUSTOMERS  FEEL  BETTER 
ANDYOUR  BOOKS  LOOK  BETTER 


Carmil  copes  effectively  with 
diarrhoea,  holiday  tummy  and 
stomach  upsets  generally.  It  is 
good;  tried  and  trusted;  advertised 
in  women's  magazines  and  the 
national  press  throughout  the 
summer  months;  and  scores 
highly  in  repeat  sales. 

Based  on  the  well-proven 
ingredients  of  pectin,  kaolin, 
morphine  and  atropine  methonitrate, 
pleasant  tasting  liquid  Carmil  is 
fine  for  anyone  from  6  years 
upwards.  It  comes  complete  with  a 
5ml  dosage  spoon.  And  it  sells  well 
(especially  when  prominently 
displayed). 

Stomachs  know  no  season.  Carmil 
is  profitable  all  year  round. 

Stock  it,  you'll  see.  Available  from 
your  local  wholesaler. 


Carmil 


Ex-Lax  Ltd,  Fishponds  Road,  Wokingham, 
Berkshire.  Wokingham  (0734)  790345 


RED  KOOGA 
the  Ginseng  they're  all  talking  about 


RED  KOOGA  GINSENG  ELIXIR 

This  superb  tasting  ellxtr  which  contains  the  equivalent  ol  12  OOOmg  ot 
Red  Kooga  Whole  Root,  Is  supremely  packed  and  presented  with  Ms  own 
unlquo  drinking  glass  Trade  10  *  200ml.     f  1  7i60  Retail  price  only. . .  ( 

ROYALE  INSTANT  GINSENG  TEA 

3  grammes  sachets  18'  ?p  each  retail  Tradel2  ■  10  «  3gms....El3. 
Retail  10  h  3gms  £178 


GINSENG 


600mg  tablets, 
strip  packed,  one-a-day, 
1  month  plus  five  days  supply. 


Oft***5 


Outers  10  >  36  cost  £18.21  plus  VAT, 
sell  at  £2.98  each  Inc.  VAT. 


Enquire  from  your  usual  wholesaler  or  direct  from  the  manufacturers. 

RED  KOOGA 

KING  OF  GINSENG 

Manufactured  by:  PANAX  GINSENG  CO.  (U.K.) 
A  division  of  English  Grains  Ltd. 

Park  Road,  Overseal,  Burton-on-Trent.  Staffs.  Telephone  0283  221616. 
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3RM  debate  on  use  of 
chemist'  title  banned 


Tic  Pharmaceutical  Society's  branch 
epresentatives  meeting  last  week  was 
>anned  from  discussing  the  use  of  the 
vord  "chemist"  in  advertising. 

Mr  J.  Balmford,  the  Society's  presi- 
lent  and  chairman  of  the  meeting,  said 
he  matter  was  now  suh  judice  pending 
Jnichem's  action  against  the  Society's 
tatutory  Committee,  due  to  be  heard  in 
he  High  Court  on  July  16.  The  Unichem 
ase  meant  that  the  Society  was  being 
hallenged  as  to  whether  it  had  the 
ight  in  law  to  make  rules  governing 
dvertising  by  pharmacists  and,  in  part- 
cular,  the  use  of  the  word  "chemist" 
n  advertising,  and  the  president  had 
oeen  advised  that  the  matter  could  not 
?e  discussed  at  the  BRM. 

Fife  and  Norwich  Branches  had  pro- 
posed jointly  that  Council  should  draw 
lp  rules  controlling  the  use  of  "chemist" 
in  advertising  non-medical  products  and 
hat  the  Statement  upon  Matters  of  Pro- 
essional  Conduct  should  be  amended 
iccordingly.  Mr  G.  B.  Kirkwood,  Fife, 
old  the  meeting  that  the  Society's  sec- 
retary had  written  to  the  two  branches 
on  April  18  saying  that  the  motion  must 
ie  withdrawn  following  legal  advice  and 
Mr  Kirkwood  asked  for  more  details 
m  what  legal  advice  had  been  offered. 

The  secretary,  Mr  D.  F.  Lewis,  ex- 
plained that  circumstances  had  changed 
>ince  the  Society's  Council  agreed  at  its 
March  meeting  that  the  motion  could 
stand.  "Our  leading  counsel,  to  whom 
I  put  the  point  of  whether  we  might 
discuss  the  issue  this  morning,  was  quite 
firm  and  said  no — he  thought  it  quite 
wrong,"  Mr  Lewis  said,  "For,  in  essence, 
the  [Unichem]  action  will  be  deciding 
the  content  of  the  motion.  What  you 
might  say  here  today  will  undoubtedly 
be  used  in  the  action."  He  assured  Mr 
Kirkwood  that  the  decision  to  withdraw 
the  motion  was  based  on  the  best  pos- 
sible legal  advice. 


Different  issue 

Mr  J.  Ewart,  Norwich,  thought  Uni- 
chem were  alleging  that  the  Society's  ban 
on  the  use  of  "chemist"  was  a  restraint 
of  trade,  whereas  the  motion  his  branch 
wanted  to  discuss  was  a  matter  of  ethics 
and  professional  conduct — a  completely 
different  issue.  If  the  High  Court  ruled 
in  favour  of  Unichem.  he  said,  the  "che- 
mist" restriction  would  be  lifted;  if  the 
Court  ruled  against  Unichem,  the  advert- 
ising dilemma  would  remain  and  retail 
pharmacists  would  still  press  for  a  rea- 
sonable solution,  ie.  the  controlled  use 
of  the  word  "chemist"  in  advertising. 
Mr  Ewart  proposed  an  amendment  that 
"subject  to  the  decision  in  the  Unichem 
High  Court  case  permitting  the  Council 
to  do  so.  Council  should  draw  up  a  set 
of  rules  to  regulate  the  use  of  the  de- 
scription 'chemist'  in  the  advertising  of 
non-medical  products,"  etc. 


Again,  Mr  Lewis  refused,  saying  that 
these  points  were  the  substance  of  the 
case  to  be  brought  before  the  Court.  The 
president  said  the  decision  to  withdraw 
the  motion  was  made  with  reluctance 
and  that  if  the  High  Court  case  was 
inconclusive  there  would  be  opportuni- 
ties to  debate  the  matter  in  future. 

Mr  Ewart  commented:  "Retail  phar- 
macy will  be  hard  put  to  waiting  an- 
other year  for  a  decision." 

Tobacco  sales  unprofessional' 

A  motion  seeking  a  ban  on  the  sale  of 
tobacco  from  pharmacies  was  carried. 
Dorset  Branch  proposed  that  such  sales 
were  contrary  to  the  Statement  upon 
Matters  of  Professional  Conduct,  which 
said  that  a  pharmacist  should  not  supply 
any  substance  likely  to  be  used  in  a  man- 
ner "detrimental  to  health."  The  pro- 
poser, Mr  .1.  K.  B.  Callow,  said  there 
was  no  doubt  cigarettes  were  harmful. 

While  Mr  G."  E.  Dale.  Wirral.  ques- 
tioned whether  cigarettes  were  any  worse 
than  the  millions  of  tranquillisers  con- 
sumed, Mr  A.  Asher,  East  Metropolitan, 
said  it  ill  behoved  professional  people  to 
encourage  smoking  in  any  shape  or 
form.  Other  speakers  felt  that  the 
decision  whether  or  not  to  sell  tobacco 
should  be  left  to  the  pharmacist's  indi- 
vidual conscience.  Mr  N.  Baum'ber,  South 
Lines,  wondered  whether  the  motion  was 
a  restraint  of  trade  and  therefore  out- 
side the  Council's  control,  but  he  was 
advised  by  the  secretary  and  president 
that  such  'technical  points  of  law  could  be 
left  to  a  later  date. 

The  Society's  director  of  public  rela- 
tions has  submitted  proposals  to  Council 


for  a  new  publicity  scheme  to  help  phar- 
macy. There  has  been  some  delay  in 
implementing  the  scheme  because 
Council  wants  more  lime  to  consider  it, 
Mr  D.  F.  Lewis  explained  during  a  dis- 
cussion on  the  Society's  publicity.  The 
president  added  that  a  considerable  sum 
of  money  had  been  allocated  to  further- 
ing public  relations  this  year. 

Leeds  Branch  had  proposed  that 
branch  Press  officers  should  be  kept 
speedily  and  fully  informed  so  that  no 
opportunities  were  missed  to  express  the 
Society's  views,  and  Sheffield  Branch 
wanted  the  public  relations  director's 
experience  to  be  used  to  improve  the 
well-being  of  every  pharmacist.  Both 
motions  were  carried. 

A  motion  calling  for  "contingency 
plans"  in  case  general  practice  phar- 
macy was  ever  nationalised  was  lost. 
Birmingham  Branch  suggested  that 
Council  should  investigate  the  problems 
of  establishing  a  nationalised  service  as 
an  integral  part  of  the  NHS.  Mr  P. 
Crees,  proposing,  said  the  motion  was 
not  intended  as  a  commitment  but  an 
encouragement  to  look  at  the  opportuni- 
ties for  pharmacy  under  such  a  service. 

Mr  David  Sharpe.  the  Society's  vice- 
president,  said  there  would  probably  be 
a  Conservative  Government  for  the  next 
live  years,  so  nationalisation  was  un- 
likely before  then.  Even  the  Labour 
Party  had  said  it  had  no  plans  for 
nationalisation  of  retail  pharmacy  so  it 
seemed  a  waste  of  staff  time  at  the 
Society's  headquarters  to  draw  up  plans 
that  might  not  be  needed.  Mr  Crees 
said,  however,  that  he  had  envisaged  a 
"rather  leisurely  operation,"  not  a  "high- 
powered  tour  of  every  country  with  a 
State-run  service." 

Also  defeated  were  proposals  to  make 
doctors  improve  their  handwriting. 
Coventry   and   Warwicks    Branch  pro- 

Continued  on  p805 


'I'm  afraid  this  amendment  to  the  motion  on  illegible  prescriptions 
must  be  returned  to  the  proposers — I  can't  read  it" 
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NELSON'S 


Britain's  leading  specialists  in  homoeopathic 
preparations,  Nelson's  produce  a 
comprehensive  range  or  medicines, 
specialities  and  toiletries,  manufactured 
under  modern  laboratory  conditions. 
Established  in  1860,  Nelson's  have  built  up  a 
worldwide  reputation  for  technical 
excellence,  quality  and  service  which  they 
are  striving  constantly  to  enhance.  Lists  of 
Nelson's  Homoeopathic  Medicines  and 
Products  are  available  on  request. 


A.  NELSON  &  CO.  LTD. 


Laboratories  and  Accounts 
215-223  Coldharbour  Lane 
London  SW9 
Tel:01-274  3237 


Registered  Office 
73  Duke  Street 
Grosvenor  Square 
London  W1M  6BY 


Telex  268312  HA11N EMANELSON 
Cables  HOMOEOPATH  LONDON  Wl 


Rodine  C 

FOR  RATS 
&  MICE 


At  hardware  stores, 
chemists.  DIY  and 
garden  shops 

RENTOKIL' 

PRODUCTS  THE  PROFESSIONALS  USE 

RENTOKIL  LTD,  PRODUCTS  DIVISION  FELCOURT,  EASTGRINSTEAD 
WEST  SUSSEX,  RH1 9  2JY  Telephone  Lmgfield  (0342)  833022 


The  Triangle  Trust  helps  people  of  the 
Pharmaceutical  Industry 


The  Triangle  Trust  1949  Fund  is  an  independent  charitable 
trust  administered  by  a  Board  of  Trustees.  Its  primary  aim  is 
the  relief  of  hardship  or  distress  in  the  case  of  people  and  their 
dependents  employed,  or  formerly  employed  in  the  pharmaceu- 
tical industry  in  Great  Britain  and  the  British  Commonwealth. 
Such  relief  may  include  assistance  with  the  educational  expen- 
ses of  children. 

The  Trustees  are  also  prepared  to  consider  applications  for 
financial  assistance,  beyond  the  scope  of  an  employer's  respon- 
sibilities, with  education  or  training  in  general  subjects,  includ- 
ing music  and  the  arts. 

For  additional  information,  or  to  apply  for  assistance,  write  to: 
The  Secretary,  Dept  CD,  The  Triangle  Trust  1949  Fund. 
Clarges  House,  6-12  Clarges  Street.  London  W1Y  8DH. 


There  is  some 
indication  that  the  use  of 
emollie  *s  alone  is  beneficial  in 
chronic  inflammatory 
dermatoses. 

Reference  Tree  S&  Marks  R  B 
J  Dermalul  (1975)92  195 


When  the  need  is  for: 


LI  II  I 


vllO 


duction  of  cosmetic 
figuration 


•  Return  to  normal 
daily  routine 

Eczederm  cream  may  be  the  simplest  way 
to  meet  this  need. 


■  ere""1 


QumoDerm 


A  simple  answer  to 
inflammatory  dermatoses 

Contains 

Calamine  B.P.  20.88% 
Starch  B.P.  (Maize)  2.09% 
in  a  lanolin  and  parabens 
free  base 

Tubes  of  25g 

PL  R  No  0291/5003 

Basic  NHS  price  0  65p 


Prescribing  Information 


Name  of  Product 


Presentation 

Appearance 

Ec:ede'm  Oca^  'SiDu 
Active  ingredients 


(M3..-OIB  P 


Uses 

Mam  pharmacological  acton 

DasC  rOSu'tS  >n  J  DiepJMt'Ort  which  has  SOOth^c)  l"d 

emollient  p'open.es 
indications 
. 

ec.'ematouS  dematoses 

Dosage  ar*3  Administration 

Adults  and  Children 

Spread  thmiy  over  ihe  atfecterj  ve&  up  to  three  t  mes 

■  i 

Contra  Indications,  Warnings  etc 

Contra  ihdicatons  $de  effects  adverse  reactions 
precautions  warning  overdose 

Noiappi-caoteas  Ecederm  Ceam  .s  usedfcpc.tii» 

Pharmaceutical  Precautions 

Storage 

Eczederm  Oeam  s*0y'd  Be  stcea  >n  a  coo'  r'ace 
at  0'c;<ng  e»i'cmes  o'  te^DC'atu*e 
0-iuents  etc 
Not  apntcatve 

Legal  Category 

The  sa'e  and  supply  o'  Ec.*e fle'm  Ceam  j«e  cc«t'o"e 
oy  ihe  VediC'^es  aci  i%fl  Ecfcderm  Oeam  <s 
available  0"  p'esc'pton  from  'egisiced  cwmacists 


fc/ederm  is  a  registered  f 
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AGM  support  for  NHS 
contract  with  employee 


Support  for  the  NHS  contract  to  be 
between  individual  pharmacists  and 
family  practitioner  committees  was  ex- 
pressed at  the  Pharmaceutical  Society's 
annual  meeting  evening  session  at  which 
the  interim  report  of  the  working  party 
on  the  future  of  general  practice  phar- 
macy was  discussed.  Because  of  the 
divergence  of  opinion,  Mr  J.  Balmford, 
president,  put  the  issue  to  a  vote,  for 
Council's  guidance. 

The  recommendation  from  Council 
'that  the  NHS  contract  be  with  the 
pharmacist  and  not  the  employer"  was 
carried.  Previously  Mr  Balmford  had 
rejected  a  call  for  the  vote  to  be  limited 
to  retail  pharmacists  only.  Any  member 
at  the  meeting  of  the  Society  was  en- 
titled to  express  an  opinion,  he  said. 

The  interim  report  made  the  recom- 
mendation, under  the  organisation  of 
general  practice  pharmacies,  and  Council 
having  accepted  it.  commended  it  to  the 
Pharmaceutical  Services  Negotiating 
Committee.  PSNC  repeated  that  it  was 
not  in  favour  of  the  contract  with  in- 
dividual pharmacists  and  reminded  Coun- 
cil that  the  1977  Local  Pharmaceutical 
Committee  representatives  conference 
had  endorsed  PSNC's  policy.  Council 
however  maintained  support  for  the  re- 
port that  the  profession  would  be  better 
placed  to  encourage  high  standards  of 
personal  service.  Pharmacists  employed 
by  companies  would  have  a  fixed  salary 
and  pay  back  NHS  remuneration  in  ex- 
cess of  salary  to  the  company.  The 
obligation  to  provide  part  II  services 
would  be  on  the  pharmacist  who  would 
need  to  insist  that  necessary  facilities 
were  provided  by  the  employer. 

Low  standards  implied 

Mr  A.  Howells,  Penfro,  wondered 
what  would  be  left  to  pay  back  after 
the  pharmacist  had  deducted  salary.  Mr 
J.  Carr,  Nottingham,  thought  young 
pharmacists  would  be  better  served  by 
not  having  such  obligations  at  an  early 
stage  in  their  careers.  Mr  P.  Curphey, 
West  Herts,  was  concerned  about  the 
implications  that  employees  could  not 
encourage  high  standards.  He  said  he 
hoped  there  was  no  implication  that  his 
standards  were  lacking.  He  felt  it  was 
Council's  duty,  through  the  inspectorate 
and  registration  of  premises,  to  ensure 
facilities  were  there. 

Mr  S.  Boney,  Chelmsford,  a  Boots  em- 
ployee, said  he  was  against  the  proposal 
for  the  present.  It  would  mean  employee 
representation  on  PSNC  and  possibly  the 
Committee  members  might  be  all  em- 
ployees, putting  negotiations  in  the  hands 
of  those  not  taking  a  capital  risk.  He  also 
thought  it  could  mean  the  emergence  of 
a  company  chemists'  association. 

Mr  D.  Lewis,  secretary  and  registrar, 
thought  talk  of  employers  and  employees 
quite  incredible.  They  were  not  different 
people  but  all   part  of  a  professional 
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body.  Under  the  NHS,  a  contractor  could 
be  a  corporate  body — how  could  an  "arti- 
ficial person"  justify  a  professional  fee, 
he  challenged.  Mr  B.  Millar,  Hull,  said 
company  directors  were  flesh  and  blood 
and  were  collecting  professional  fees.  Mr 
Lewis  asked  the  difference  between  a 
pharmacist  and  optician — was  it  ability 
or  were  pharmacists  more  servile,  he 
asked.  Mr  Roy  Jones,  Ogwr,  agreed  with 
Mr  Lewis.  If  money  was  to  be  made  in 


pharmacy  then  it  should  be  made  by 
pharmacists.  Mr  J.  K.  B.  Callow,  Dorset, 
suggested  there  should  be  two  contracts 
— one  for  supplies  and  one  for  payment. 

Mr  A.  J.  Smith,  PSNC  chief  executive, 
responding  to  Mr  Lewis's  challenge, 
pointed  out  the  professional  fee  was 
really  a  reimbursement  of  costs  incurred 
determined  by  inquiries.  The  fee  did  not 
just  cover  the  cost  of  a  pharmacist.  In 
the  optical  service,  the  contract  was  with 
the  optician  who  then  reimbursed  his 
employer  after  taking  negotiated  re- 
muneration. It  would  be  possible  to  make 
the  NHS  contract  with  the  pharmacist,  he 
said,  although  it  would  be  difficult.  He 
Continued  on  p806 
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posed  that  illegible  prescriptions  not 
marked  "urgent"  should  be  stamped: 
"This  prescription  is  illegible  in  whole 
or  part  and  cannot  be  dispensed.  Please 
return  to  your  doctor." 

Mr  S.  Bubb,  Dorset  Branch,  believed 
that  the  motion  should  be  rejected  as 
causing  too  much  friction.  Prescriptions 
impossible  to  decipher  were  rare  and 
Coventry's  proposals  were  unlikely  to 
encourage  good  relationships  with 
doctors.  Other  speakers  felt  that,  in  the 
end,  the  patients  would  suffer  the  most 
and  the  scheme  would  damage  relations 
with  the  public. 

Dorset  Branch  wanted  dispensing  doc- 
tors to  be  subject  to  the  same  legal 
requirements  on  supervision,  inspection 
and  testing  as  those  imposed  on  phar- 
macists, and  "that  these  be  rigidly 
applied".  The  motion  was  carried,  as  was 
another  proposing  that  "the  minimum 
dispensing  area  served  by  a  rural  phar- 
macy should  be  extended  from  a  one- 
to  a  three-mile  limit." 

Speaking  on  the  latter,  Mr  Sharpe 
said  he  hoped  for  significant  changes  in 
the  present  standstill  arrangements  when 
the  legislation  implementing  the  Clothier 
Committee's  proposals  went  before 
Parliament. 

The  proposal  that  pharmacists  should 
have  an  NHS  prescribing  formulary  was 
rejected.  Northumbria  Branch  was  con- 
cerned that  the' Department  of  Health's 
exhortation  to  patients  to  seek  advice  on 
minor  ailments  from  pharmacists  did  not 
take  into  account  the  high  cost  of  medi- 
cines and  the  pharmacist's  time.  Patients 
referred  to  pharmacies  were  often  un- 
able to  pay  for  a  professional  service. 
Proposing  the  motion.  Mr  P.  Lowe,  said 
that  to  allow  pharmacists  to  recommend 
certain  medicines  on  the  NHS  would 
make  practical  a  service  which 
was  recognised  in  principle.  However, 
Mr  Miall  James.  Southend,  had  his 
doubts.  "We  are  asking  here  for  an 
increased  statutory  recognition  of  phar- 
macist-prescribing," he  said.  "What  will 
this  do  to  pharmacist-doctor  relation- 
ships?" It  was  "a  dangerous  idea." 
Northumbria   Branch   also  proposed 


that  pharmacists  should  take  a  wider 
view  of  their  functions  as  patient 
advisers,  particularly  when  passing  on 
treatment  instructions.  Mr  Lowe  said 
that  dispensing  was  not  about  distribu- 
ting beauti'fully-turned-out  packages  but 
ensuring  that  patients  know  how  to  take 
their  medicines.  The  motion  was  carried. 

The  recommendations  of  the  working 
party  on  preregistration  experience  were 
likely  to  be  implemented  for  the  1980-81 
session,  Mr  J.  P.  Bannerman,  chairman 
of  Council's  Education  Committee, 
announced  in  reply  to  a  plea  that  there 
should  be  no  further  delays  over  the 
matter.  Revised  proposals  had  been  sent 
to  national  pharmaceutical  bodies  for 
comment  and,  in  October.  Council  would 
be  asked  to  agree  any  new  preregistra- 
tion requirements  which  could  be  imple- 
mented by  June  1980.  Employers  con- 
sidering engaging  preregistration  gradu- 
ates in  1980-81  would  have  adequate 
notice  of  any  changes.  One  of  the 
problems,  Mr  Bannerman  continued, 
was  that  changes  required  alteration  to 
the  bye-laws,  a  lengthy  process.  And  the 
proposals  were  so  far-reaching  that  all 
the  parties  involved  had  to  be  consulted. 

Later,  during  discussion  of  a  motion 
on  continuing  education,  Mr  Bannerman 
said  that  the  Department  of  Health  had 
been  approached  for  a  substantial  grant 
towards  establishing  a  research  unit, 
within  the  Society,  which  would  deter- 
mine the  competence  of  practising  phar- 
macists and  their  postgraduate  and 
undergraduate  needs.  The  following 
resolutions  concerning  education  were 
carried:  That  a  period  spent  in  an  aca- 
demic establishment  during  the  pre- 
registration year  was  not  acceptable  as 
experience  in  the  practice  of  pharmacy; 
that  the  recommendations  of  the  work- 
ing party  on  preregistration  experience 
should  be  implemented  without  delay; 
that  co-ordinated  postregistration  training 
courses  should  be  arranged,  leading  to 
the  award  of  a  postgraduate  qualifica- 
tion. Other  motions  carried  included: 

□  That  agreement  should  be  sought 
between  pharmacists  and  doctors  that  a 
month's  supply  of  medicines  represents 
28  days,  and  that  manufacturers  of 
"calendar-packed"  products  should  con- 
form to  these  stipulations. 

□  That  the  Statement  upon  Matters  of 
Professional  Conduct  should  include 
reference  to  professional  confidence. 
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questioned  whether  the  membership 
wanted  such  a  move. 

There  were  divergent  views  on  the 
recommendations  that  patients  should  be 
required  to  register  with  a  particular 
pharmacy  for  NHS  dispensing  and  that 
consideration  should  be  given  to  intro- 
ducing a  limited  NHS  counterprescribing 
service  within  it.  Because  the  majority 
of  the  branches  had  rejected  the  recom- 
mendations when  asked.  Council  decided 
not  to  proceed  with  the  proposals  for 
the  present. 

Mr  M.  Burden.  Leicestershire,  said  the 
recommendations  were  for  the  long  term 
future  not  tomorrow.  The  door  should 
not  be  shut.  Ways  should  be  found  to 
overcome  the  difficulties.  Mr  J.  I.  Shul- 
man,  London,  said  Council  should  lead 
from  the  front  not  behind.  He  asked  why 
the  patient  registration  was  linked  with 
counterprescribing.  He  thought  some 
pharmacists  had  rejected  the  proposal 
because  they  could  not  see  a  way  of 
making  money  from  it. 

Dr  G.  Geddes,  Edinburgh,  pointed  out 
that  many  patients  registered  by  default 
— they  usually  returned  to  the  same 
pharmacy.  Miss  A.  Felton,  North  Metro- 
politan, said  patients  did  not  always  go 
to  the  same  pharmacy  and  could  not  be 
made  to  do  so.  Patients  registered  with 
doctors  because  that  was  their  method  of 
payment. 

Mr  J.  Carr,  Nottingham,  was  against 
the  proposals  because  patients  must  be 
given  a  choice.  Many  patients  worked 
in  a  city  centre  but  lived  in  a  suburb,  he 
said.  What  would  happen  if  a  local 
pharmacy  was  out  of  stock  or  if  it  was 
out  of  hours,  he  questioned.  Mr  R  Jack- 
son, West  Metropolitan,  said  doctors  do 
not  like  the  capitation  fee  system  of 
payment  because  patients  expected  them 
to  earn  their  fee.  Did  pharmacy  really 
think  the  proposals  would  stop  patients 
going  to  other  pharmacies  when  more 
convenient? 

Encouraging  comments 

Mr  J.  Bannerman,  Council  member, 
said  he  was  encouraged  by  the  comments 
— he  had  expected  nothing.  He  thought 
the  greatest  millstone  round  pharmacy's 
neck  wa-,  the  per  item  of  service  pay- 
ment. Mr  D.  Dalglish,  Council  member, 
said  much  had  been  made  of  the  pharma- 
cist's intervention  but  how  could  that  be 
wholly  effective  without  full  knowledge 
of  the  patient  profile.  The  profession 
had  to  decide  if  the  principle  of  patient 
registration  was  acceptable.  He  thought 
if  the  proposals  were  not  supported  the 
profession's  future  may  be  thrown  away. 

The  report  recommended  patient 
medication  records  should  be  an  integral 
part  of  registration  and  advice  should  be 


given  to  pharmacists  on  the  establishment 
of  such  records  on  a  voluntary  basis. 
Council  favoured  retention  of  record 
cards  within  pharmacies  although  a  num- 
ber of  branches  had  proposed  that 
patients  should  carry  their  own  for 
presentation  at  whichever  pharmacy  they 
chose.  Council  considered  that  those 
pharmacies  wishing  to  introduce  a  sys- 
tem should  do  so.  Mr  J.  I.  Shulman. 
London,  thought  cards  carried  by 
patients  were  a  protection  for  the  patient 
involved  in  accidents  or  even  for 
night  visits  by  the  doctor.  They  were 
useful  when  OTC  medicines  were  bought. 

Following  proposals  from  the  general 
practice  subcommittee,  that  pharmacists 
affected  by  group  surgeries  and  the 
doctors,  should  meet  regularly  to  discuss 
drugs  and  medicines,  Council  believes 
local  therapeutics  committees  should  be 
set  up  from  those  parties.  Council  pro- 
posed that  discussions  be  held  with 
PSNC  and  the  General  Medical  Services 
Committee  to  establish  local  therapeutic 
committees  in  relation  to  group  surgeries 
that  do  not  contain  a  pharmacy  within 
the  same  building.  The  interim  report 
had  recommended  that  aspects  of  the 
pharmaceutical  services  developed  in 
health  centre  or  group  practice  pharma- 
cies should  be  the  responsibility  of  the 
pharmacy  close  to  any  centre  or  group 
building  that  did  not  contain  a  pharmacy. 
Some  branches  and  national  organisa- 
tions considered  that  improper. 

Mr  J.  [.  Schulman.  London,  said  many 
doctors  were  not  in  group  practices  and 
could  not  get  advice  from  such  com- 
mittees. He  thought  the  proposal  should 
be  the  responsibility  of  local  pharma- 
ceutical committees.  He  also  suggested 
postgraduate  study  for  pharmacists 
should  be  compulsory. 

Staff  training 

The  interim  report  recommended  that 
the  pharmacist  should  ensure  all  mem- 
bers of  staff  involved  in  the  sale  of 
medicines  had  had  appropriate  training. 
The  public  should  be  aware  of  the  phar- 
macist's involvement  in  the  sale  of  medi- 
cines and  that  medicines  for  sale  should 
be  visible  to  the  public  but  out  of  reach. 

On  training  of  stall'  Council  consid- 
ered training  programmes  should  empha- 
sise when  the  pharmacist  should  be 
consulted.  Most  branches  were  in  favour 
of  the  public  being  made  aware  of  the 
pharmacist's  involvement. 

Mr  .1.  lies.  Highbury,  said  he  opposed 
restricting  medicines  from  the  public 
re. ul)  il  was  patronising  to  SUggesI  the 
public  could  not  read  a  label  without 
asking  the  pharmacist's  permission.  He 
did  not  want  to  drive  patients  to  other 
outlets  where  they  would  not  get  advice. 

Little  or  no  comments  were  given  on 
the  provision  of  medicines  on  the  phar- 
macist's professional  judgment:  diag- 
nostic testing;  domiciliary  pharmaceutical 
services:  after  hours  service;  ownership 
of  pharmacies.  Mr  Balmford  said  a  full 
report  of  the  discussion  would  be  con- 
sidered by  Council,  and  all  comments 
would  be  taken  into  account.  He  felt 
the  discussion  had  fully  justified  dividing 
the  AGM  into  two. 


COMPANY  NEWS 

Bayer  sales  up  10pc 

Turnover  of  Bayer  UK  Ltd  in  1978 
rose  by  10  per  cent  to  £107m  from 
£96. 82m  in  1977.  Group  profit  before 
tax  was  £2. 25m  (£  1.68m)  and  after  tax 
£2. 16m  (£726,798).  A  highlight  of  1978, 
comments  Mr  John  Webb,  managing 
director,  was  Bayer  UK's  acquisition  in 
December  of  the  Uniroyal  Latex  pro- 
duction plant  at  Bromsgrove,  Worces- 
tershire, for  £2. 3m. 

While  all  Bayer  UK  divisions  and  the 
subsidiary,  Haarmann  and  Reiiner  Ltd, 
made  good  contributions  in  terms  of 
turnover  and  profitability,  the  pharma- 
ceutical division  had  a  particularly 
good  year,  he  said,  even  though  the  bad 
summer  had  affected  sales  of  consumer 
products. 

Indications  are  that  after  a  bad  start 
to  1979  because  of  industrial  disputes, 
the  companj  has  made  a  full  recovery 
and  is  on  target  for  yet  another  record 
year,  said  Mr  Webb. 

Ilford  changes 

In  line  with  their  policy  of  establishing 
sales  organisations  throughout  the  world, 
with  autonomy  and  profit  responsibility, 
Ilford  Ltd  have  set  up  a  United  Kingdom 
selling  company  to  handle  sales. 

The  setting  up  of  the  new  company, 
which  will  be  known  as  Ilford  UK  Sales 
Co.  coincides  with  the  move  of  the 
sales  administration  offices  to  1  Berners 
Street.  London  W1P  40P. 

The  managing  director  of  the  new 
company  will  be  Jeff  Vickers  who  was 
general  manager  of  the  UK  sales 
division,  which  the  new  company  super- 
cedes. 

Appointments 

Berk  Pharmaceuticals  l  td:  Mr  Martin 
E.  Cearnal  has  been  appointed  marketing 
director.  He  was  formerly  director — 
product  planning  of  USV  Laboratories, 
a  member  of  the  Revlon  Health  Care 
Group. 

LRC  Products  Ltd:  Mr  Eric  Worsdale 
has  been  appointed  southern  regional 
manager  for  the  company's  Eucryl  sales- 
force.  Mr  Worsdale,  who  joined  LRC  in 
1972,  has  been  promoted  from  field  sales 
trainer  (northern  area),  where  his  place 
has  been  taken  by  Derek  Rivett.  pre- 
viously a  representative  in  the  Eucryl 
salesforce. 

William  Ransom  &  Son  l  td:  Mr  Roy 

Fitzsimmons,  B  Pharm.  MPS.  has  been 
appointed  a  director.  After  graduating 
in  pharmacy  from  the  University  of 
Bradford  in  1966.  Mr  Fitzsimmons  held 
a  variety  of  posts  in  retail,  hospital  and 
wholesale  pharmacy  before  entering  in- 
dustry in  1971.  He  held  a  number  of 
sales  and  marketing  management  posi- 
tions with  Roche  Products  Ltd.  before 
joining  Ransom  in  1978  as  export  sales 
manager. 
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MARKET  NEWS 

Dearer  botanicals 

London,  May  23:  Seasonal  shortages 
of  botanicals  continue  to  push  up  the 
majority  of  rates.  A  number  of  items 
such  as  benzoin,  ipecacuanha,  hydra- 
stis  and  black-brilliant  cochineal  have 
been  scarce  for  more  than  a  year  now. 
Among  other  crude  drugs  marked  up 
during  the  week  were  buchu,  cascara, 
cherry  bark,  kola,  senega,  valerian 
root  and  witchhazel  leaves.  Among 
the  minority  that  fell  were  dandelion 
and  gentian  roots,  quillaia  and 
sarsaparilla. 

The  general  upward  trend  also  of 
essential  oils  was  maintained. 
Because  of  scarcity  bergamot  is 
extremely  dear.  The  flush  of  American 
peppermint  and  spearmint  oils 
appears  to  be  over  and  quotations  are 
hardening.  Chinese  citronella  was 
unavailable  but  Ceylon  oil  was  still 
quoted. 

Pharmaceutical  chemicals  were 
unchanged  but  due  to  the  relative 
steadiness  of  sterling  it  is  expected 
that  imported  vitamins  from  Switzer- 
land will  be  reduced  shortly. 

Pharmaceutical  chemicals 

Amylobarbitone:  Less  than  100-kg  lots  £13.51  kg; 
sodium  E14.74. 

Butabarbital:  Acid  £18.20  kg;  sodium  £19.50  kg  in 
50  kg  lots. 

Butobarbitone:  Less  than  100  kg  £16.34  per  kg. 
Cocaine:  Alkaloid  £688  kg;   hydrochloride  £628. 
Cyclobarbitone:  Calcium  £19.11  kg  in  25-kg  lots. 
Dextromethorphan:  £171.45  kg. 


Dihydrocodeine   bitartrate:   £535   kg    in   20-kg  lots: 
Subject  to  Misuse  ot  Drugs  Regulations. 
Iodides:    Ammonium    £9.56    kg    (for    50-kg  lots); 
potassium  £4.53  kg   (250-kg  lots);  sodium  £6.79  kg 
lodotorm:  USNF  £11  kg  in  50-kg  lots. 
Iodine:  Resubhmed  £6  48  kg  in  250-kg  lots 
Isoetharine  hydrochloride:  £100  kg  tor  1-kg  lots. 
Opiates:  (£  per  kg)  in  1-kg  lots;  subject  to  Misuse 
of    Drugs    Regulations — Codeine    alkaloid    £638  to 
£653  as  to  maker:   hydrochloride  £488-£562;  phos- 
phate £490-£499;  sulphate  £562.   Diamorphine  alka- 
loid    £764,     hydrochloride     £696.  Ethylmorphme 
hydrochloride  £623-£639.  Morphine  alkaloid  £709  50- 
£722,  hydrochloride  and  sulphate  £579-£589 
Pentobarbitone:     Less     than     100-kg     £18.59  kg; 
sodium  £19.87. 

Phenobarbitone:  in  50  kg  lots  £8.87  kg;  sodium 
£8.48. 

Phthalylsulphathiazole:  50-kg  lots  £7  65  kg. 
Physostigmine:    Salicylate    £2.48   per    g;  sulphale 
£3.37  in   100-g  lots. 

Strychnine:   Alkaloid   £74.30   per   kg;    sulphate  and 
hydrochloride  £60.40  kg.   5-10  kg  lots 
Succinylsulphathiazole:  £9  80  kg  in   1-ton  lots. 
Tetracycline:   Hydrochloride  £16.90  kg;  oxytetracy- 
chne  £19  in  one  ton  lots. 


Crude  drugs 

Aloes:  Cape  £1,080  ton  spot;  £1.060,  cif.  Curacao 
nominally  £2,230.   cif,   no  spot. 

Balsams:    (kg)    Canada:    Firmer    at    £12  90  spot; 

£12.40,  cif.  Copaiba:  £3.10  spot  £3,  cif.  Peru:  No 

spot;  £9.70  cif.  Tolu:  £5.60  spot. 

Benzoin:  £197  cwt  cif. 

Buchu:  Leaves  £1.30  kg  spot;  £1.25  cif. 

Cascara:   £1,150  metric  ton  spot;   £1,125,  cif,  new 

crop. 

Cherry  bark:  Spot  £1,120  metric  ton;  shipment 
£1.000,  Cif. 

Cochineal:  Tenerife  black  brilliant  spot  £17.70  kg 
nominal.  Peru  silver  grey  £14.70  spot;  £14.30.  cif. 
Dandelion:  Spot  £1,940  metric  ton  spot;  £1,760,  cif. 
Gentian  root:  £1,750  metric  ton  spot;  £1,730,  cif. 
Ginger:  Cochin  £650  metric  ton  spot  shipment 
£450,  cif.  Other  sources  not  quoted. 
Henbane:  Niger  £1,400  metric  ton  spot;  £1,380,  cif. 
Hydrastis:  Spot  £27.50  kg;  no  cif. 

Ipecacuanha:  (kg)  Costa  Rican,  spot  £16  kg 
nominal;   no  cif. 

Kola  nuts:  £450  metric  ton  spot;  £390,  cif. 
Lemon  peel:   Spot   £1,140  metric   ton;   £1,050,  cif. 
Pepper:    (metric   ton)    Sarawak   black   £1,000  spot, 
$1,750,   cif;   white  £1,475  spot;   $2,650,  cif. 
Quillaia:  Spot  £1,000  metric  ton,  £725,  cif. 
Sarsaparilla:    Jamaican    £1,960    metric    ton  spot, 
£1,900,    cif.   Mexican   £1  67   kg   spot;   £1.64  cif. 
Seeds:    (metric    ton,    cif)    Anise:    China   £815  for 
shipment.  Celery:  Indian  £485.  Coriander:  Moroccan 
£195.   Cumin:   Indian  £700;   Iranian  £1.000.  Fennel: 
lnd:an    £450;     Iranian     not    available.  Fenugreek: 
Moroccan  and   Indian  £235. 
Senega  Canadian  £9.60  kg  spot.  £8.  cif. 
Turmeric:  Madras  finger  £650  metric  ton  spot;  £460, 
cif.  


Valerian:  Dutch  £1,870  metric  ton  spot;  £1,800,  cif; 

Indian  £1,200  spot;  £1,180.  cif. 

Witchhazel  leaves:  £2.10  kg  spot;  £1.90,  cif. 

Essential  oils 

Bergamot:  £48.50  kg  nominal. 

Camphor  white  £0.85  kg  spot;  £0.84,  cif. 

Cassia:  Spot  £42  kg;  shipment  £36,  cif. 

Cinnamon:   Ceylon    leaf   £2.50   kg   spot;   £2.87,  cif. 

bark,  English-distilled  £160. 

Citronella:  Ceylon  spot,  £2.40  kg;  £2.20,  cif. 
Chinese  unavailable. 

Lemon:  Sicilian  best  grades  about  £16  kg  in 
drum  lots 

Lemongrass:  Cochin  £6  25  kg  spot,  £5.50,  cif. 
Lime:  West  Indian  £12  kg  spot. 

Orange:  For  shipment,  Florida  £0.60;  Israeli  £0.62; 
Brazilian  £0.48 

Peppermint:    (kg)    Arvensis — Brazilian    £4  90,  spot 
and    £4.75    cif.    Chinese    £3  60    spot;    £3.35,  cif 
Piperata  American  from  £12  spot;  £11,  cif. 
Sassafras:  Brazilian  £1.90  kg  spot;  £1.70,  cif. 
Spearmint:    American    £9.95    kg,    cif.    Chinese  £10 
spot  and  cif. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include 
value  added  tax  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press. 


COMING  EVENTS 

Thursday,  May  31 

Analytical  Division,  Chemical  Society,  Lecture 
theatre.  Boots  Co  Ltd.  Pennyfoot  Street. 
Nottingham,  at  6  30  pm.  Dr  J.  N.  Miller. 
University  of  Loughborough  on  "Luminescence 
analysis  of  drugs". 

Proprietary  Articles  Trade  Association,  Connaught 
Rooms,  Great  Queen  Street,  London  WC2,  at  2  pm. 
Annual  meeting. 

Advance  information 

Pharmaceutical  Society:  June  21,  at  Hoechst 
(UK)  Ltd.  Walton  Manor.  Milton  Keynes 
at  10.45  am,  group  meeting  of  the  agricultural 
and  veterinary  pharmacists.  Those  wishing  to 
attend  are  asked  to  return  the  application  form 
by  June  8. 

International  Word  Processing  Exhibition  and 
Conference:  July  10-12  at  Wembley  Conference 
Centre,  London   Organ'sed  in  conjunction  with 
the  Business  Equipment  Trade  Association  it 
includes  a  number  of  seminars  which  examine  in 
detail  the  effects  of  word  processing  on 
organisations  and  people.   


Cantassium  Special  Diet  Foods 

100%  GLUTEN  FREE  -  Naturally 
Also  Low  Sodium,  Low  Cholesterol  and  Milk  Free.  Some,  including  the  Bread  Mix,  are  even  GRAIN  FREE! 


They  carry  the  UNIQUE  SYMBOL  SYSTEM  as  well 
as  the  officially  recognised  Gluten  -  Free  Symbol. 
So  they  make  the  ideal  range  to  recommend  to 
sufferers  from  Food  Sensitivity  (Allergy)  including 
Coeliacs. 

The  range  includes  mixes  to  make  Bread,  Pasta, 
Cakes, etc  and  even  an  instant  beverage  to  replace 
Tea  and  Coffee. 


Give  your  customers  the  Natural  Choice  in  Special 

Diet  Foods  by  stocking  the  range. 

There  are  also  supplements  of  vitamins  prepared  to 

guarantee  they  meet  the  dietary  rules  too. 

Ask  your  wholesaler  for  details  or,  in  case  of 

difficulty  contact:- 


< 
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Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 

25  New  Street  Square,  London  EC4A  3JA. 

Telephone  01-353  3212 

Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate 

headings. 

Copy  date  12  noon  Tuesday  prior  to  publication  date. 
Advertisements  should  be  prepaid 


Circulation  ABC  July/December  1978.  17,737. 
Display/Semi  Display  £5.00  per  single  column 
centimetre,  min  25mm.  Column  width  44mm. 
Whole  Page  £450  (275mm  x  1 86mm). 
Half  Page  £250  (135mmx9lmm). 
Quarter  Page  £130  (135mmx91  mm). 
Lineage  minimum  charge  £5.00  for  20  words, 
25p  per  word  extra. 
Box  Numbers  £0.60  extra. 

Series  Discounts  5%  on  3  insertions  or  over.  10%  on 
7  insertions  or  over.  15%  on  13  insertions  or  over. 


MORTGAGES 


FINANCES 


MAXIMUM  MORTGAGES, 

remortgages,  "top  ups".  secured  loans, 
business  purchase  for  chemists.  Martin 
Hasseck  Ltd.,  Freepost,  London  NW4 
1YB  Tel:  01-346  4653  (24-hour 
answering). 


£1,000  UNSECURED  PERSONAL 
LOANS  for  Pharmacists.  Larger 
economical  loans  for  all  purposes. 
From  £1,000  upwards.  2nd  mortgages 
repayable  over  20  years.  Pharmacists 
Insurance  Agency,  4  Dean  Park  Cres- 
cent, Bournemouth.  Tel:  0202  26482. 


BUSINESSES  FOR  SALE 


BUSINESS  OPPORTUNITIES 


I  K  I  \SI  I  )  MAM  I  \(  I  I  RE 

SAUDI  ARABIA 

COSMETICS,  PERFUMERY  AND 
TOILETRIES  TRADE  PRODUCTS 

A  substantial  and  well  established  company  in  Jeddah  is  build- 
ing a  new  factory  and  now  seeks  licensing  arrangements  for 
the  manufacture  and  sale  of  cosmetics,  perfumery  and  toiletry 
products  of  particular  interest  immediately  is  a  branded 
toothpaste. 

For  initial  enquiries  and  discussion 
in  strictest  confidence,  please  reply  to 
BOX  NO.  2621. 


EXPECTANT  MUM 
NEEDS  HELP! 

I  need  help.  I  am  a  specialised  consumer  product  with  an  exciting 
future.  I  am  sold  through  chemists  and  allied  outlets.  I  am  about  to 
start  a  family,  have  great  potential  and  need  a  first  class  sales  force 
to  distribute  me  and  my  family  to  retailers  on  a  national  basis.  I  will 
help  all  I  can  with  advertising  and  promotions.  Currently  I  am 
incognito,  but  please  write  to  me: 


c/o  Box  No.  2623. 


BRANDED  PHARMACEUTICAL 
PRODUCTS 

Well  established  well-connected  pharmaceutical 
manufacturer  wishes  to  acquire  interest  in  prop- 
rietory products  for  exploitation  in  the  U.K.  or  over- 
seas markets. 

If  you  have  brands  or  products  you  wish  to  dispose  of, 
please  let  us  know. 

ALL  REPLIES  WILL  BE  TREATED  IN  THE  STRIC- 
TEST CONFIDENCE.  WRITE  TO  US,  CARE  OF 

Box  No.  2627. 


PI ms«  mention 
C  8k  D  when  replying 
to  advertisements 


HEREFORDSHIRE  BEAUTY  SPOT. 

Old-established  business  for  retirement 
sale.  T/O  approx.  £50.000,  NHS 
1,150  per  month.  Freehold  property 
and  business.  £1 7.000  plus  S.A.V.  Box 
No.  2624. 


CUMBERNAULD 
DUMBARTONSHIRE 

For  sale.  Chemist  business  as 
going  concern  including  goodwill. 
Modern  shop  in  leased  premises. 
Rateable  value  £512  p  a.  Stock  at 
valuation.  Substantial  turnover  from 
dispensing  Health  Service  and 
retail  trade.  Viewing  arrangements 
and  further  particulars  from: 
Russel  and  Aitken  (Solicitors), 
30,  Glasgow  Road, 
Denny,  Stirlingshire. 
Telephone  Denny  822194. 


MANUFACTURER  OF  COUNTER  PRODUCTS 

One  very  well-known  and  long  established,  both  with  full  product  licences, 
wishes  to  dispose  of  company  with  its  prestigeious  name  and  trade  marks. 

Principals  only  apply  to: 
MR  E.  C  NUNN,  J.  and  A.  W.  SULLY  and  COMPANY. 
21  BOUTPORT  STREET, 
BARNSTAPLE,  DEVON. 


XI  —  LIVERPOOL  —  main 
road  site  —  Well  established  bus- 
iness dispensing  2,250  Scrips  per 
month.  Premises  on  lease  with 
valuable  sublets.  Turnover 
approx.  £86,000  per  annum.  No 
late  hours.  Goodwill  and  fixtures 
£8,500  plus  stock  (£16,000  at 
valuation). 


X3— WEST  MIDLANDS— dis- 
pensing business.  Well  sited  for 
doctor's  turnover.  Approx. 
£124.000  gross  profits  £33.000. 
No  late  hours  or  rota  approx. 
£3.500  scrips  per  month  ,  lock  up 
premises.  Pot  sale  included  in 
total  capital  requirements  of 
approx.  £4(1,000. 


X2  CENTRAL  LAN- 
(  \sl  II  Kl  I  uniovcr  approx 
imately  £90,000.  dispenses 
nearly  3.000  scripts  per  month. 
Living  accommodation  re- 
convertible.  Freehold  propertv 
£8.000,  goodwill  £10.000.  fix- 
tures £3.000.  stock  approx- 
imated £10.000. 


X4— CHESHIRE— residential 
town.  Retirement  vacancy.  Main 
street  shopping  site.  Turnover 
approximately  £70,000.  1.700 
scrips  per  month.  Premises  on 
lease,  should  show  scope  for 
development.  For  quick  sale 
£1.000  plus  stock  at  valuation. 


We  have  a  very  large  and  growing  register  of  private  phar- 
macists willing  and  able  to  buy  substantial  businesses  in  all 
parts  of  U.K. 

Pharmacists  who  wish  to  retire  or  sell  their  business  for  any 
other  reason  can  consult  us  in  the  strictest  confidence.  Our 
senior  partner  has  unique  experience  extending  over  30 
years  in  the  selling  of  chemist  businesses  and  giving  advice 
to  both  vendors  and  purchasers  in  this  very  difficult  and 
technical  matter. 

We  are  not  retained  by  any  one  chain,  group  or  indiv  idual  to 
look  for  businesses  for  them.  So  vendors  can  consult  us  in 
the  certainty  that  their  interests  will  be  paramount. 


Ernest  J/George 

OS  &CO 
"tol     GARDALE  HOUSE,  122  GATLEY  ROAD.  GATLEY.  CHEADLE, 
^  CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 
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FOR  SALE 


WANTED 


TRADE  MARKS 


SINGLE  EDGE  BLADES.  20  pkts  of  5 
on  showcard,  £3.25  inc  VAT.  Packs  of 
100  S.E.  blades  in  carton,  £3  25  inc. 
Cheque  with  order  please.  Maxwell 
Gordon,  2b  Crlcklewood  Lane,  London 
NW2  1EX. 


SINGLE  EDGE  BLADES.  20  packets 
of  5  £3.25  inclusive.  Cartons  of  100 
£3.25  inclusive.  Immediate  delivery. 
Cheque  with  order  please.  Rolenworth 
1-3  Greys  Road,  Henley-on-Thames, 
Oxon. 


JEWELLERY.  Sterling  silver  and  9ct 
gold  A  wide  range  of  ear-rings,  rings, 
bracelets,  charms  etc.,  brought  to  your 
door  at  best  cash  prices  Write  Lloyd 
Cole,  37  College  Avenue,  Maidenhead 

COPPER  BANGLES.  Direct  from  the 
manufacturer  at  only  £65  per  hundred. 
Copper  Trading  Company,  35,  High 
Street,  Banstead,  Surrey.  Tel:  Burgh 
heath  (25)  59658. 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles,  etc  , 
urgently  wanted  Kindly  contact  Robin 
Wheeler  Antiques  Parklands,  Park 
Road,  Ashtead,  Surrey  Telephone 
Ashtead  72319  Buyer  collects 

MANUFACTURERS  —  WHOLESAL- 
ERS —  RETAILERS  we  want  your 
excess — discontinued  cometics  and 
beauty  products.  Telephone  0254- 
52664. 


The  Trade  Mark  No.  1082397  consisting  of  the  word  TERIVITE  and  regis- 
tered in  respect  "Pharmaceutical  preparations  and  substances;  pre- 
parations of  vitamins  and  ot  vitamin  substitutes",  was  assigned  on  27 
November  1978  by  Spice  Pine  of  Catherine  House,  25-27  Catherine  Place, 
Buckingham  Gate,  London  SW1E  6EQ,  to  Willow  Proprietaries  (Jersey) 
Limited  of  Sadhurst,  Queen  Avenue,  St,  Helier,  Jersey,  WITHOUT  THE 
GOODWILL  OF  THE  BUSINESS  IN  WHICH  IT  WAS  THEN  IN  USE. 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 

trade  for  manufacturers  clearing 

lines,  and  retailers  stocks 

8   Northburgh   Street,  London 

EC1V  0BA.  Tel:  01-253  1184/5. 

Telegrams:   "Salvall",  London, 

E.C.1. 


APPOINTMENTS 


SHOPFiniNG 


WHOLESALE  MEDICAL 

Containers  and  chemist  sundries  At  very 
competitive  prices. 
JAYCO.  51a  Buckingham  Road. 
South  Woodford.  London  E18. 
01-504  9124. 


/ij/ torn  80 


OWN  NAME  SHAMPOOS.  Good 
range  of  high  quality  shampoos  avail- 
able in  attractive  and  competitive  300ml 
packs.  Box  No.  2626. 

HELENA  RUBENSTEIN  PRODUCTS 

Third  off  retail  price  Box  No.  2625. 


Modular  units  with  complete 
shopfitting  services.  NPU-NPA 
recommended  (for  15  years).  ' 
Coloured  brochure  from: 
Olney  Brothers  Ltd., 
Northbridge  Road,  Berkhamsted, 
Herts.  HP4  1EG.  Tel:  5417/9 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds  Send  for 
colour  illustration  or  ask  us  to  call  for 
instant  quote  Glass  display  counters 
with  lighting,  island  sites  and  show- 
cases Early  delivery  direct  from  mak- 
ers THIRSK  SHOPFITTINGS,  741- 
743  Garrett  Lane.  London  SW17  0PD 
Tel  01-946  2291 


The  Royal  Free  Hospital  Hampstead 

Pharmacy  Technician 

Qualified  Technicians  are  invited  to  apply  to  join  our  enthusiastic  I 
young  team  in  this  modern  department  based  in  a  new  teaching] 
hospital  in  Hampstead. 
The  successful  applicant  will  have  every  opportunity  to  gaml 
experience  in  all  aspects  of  the  Pharmaceutical  services  including  | 
up-graded  production  departments. 

The  hospital  is  easily  accessible  by  public  transport,  and  offers  | 
excellent  working  conditions  and  staff  amenities. 
To  arrange  an  informal  visit  or  for  further  enquiries,  please  contact  I 
Sandra  Bennett,  District  Pharmaceutical  Officer,  telephone 
01-794  0500  Ext.  3115. 

Application  form  (to  be  returned  by  12th  June  1979)  from! 
the  Personnel  Department,  The  Royal  Free  Hospital,  Pondi 
Street,  London  NW3  2QG.  Tel:  01-794  0500  Ext.  4286.I 
Please  quote  ref:  1434. 


Camden  and  Islington  A.H.A. 

(Teaching) 


□ 


APPOINTMENTS 


U.K.  SALES 

ADMINISTRATION 

MANAGER 


is  required  to  strengthen  the  marketing  team  of  one  of  the  largest  generic  pharmaceutical 
tablet  and  capsule  manufacturers  in  the  United  Kingdom. 

He  or  she  will  work  closely  with  the  Marketing  Manager  and  be  responsible  for 
controlling  sales  and  distribution  support  services  and  ensuring  good  customer  relations. 
To  do  the  job  well,  the  successful  applicant  will  be  a  powerful  organiser  experienced  in 
sales,  or  a  sales  related  function  in  the  pharmaceutical  industry,  together  with  a  first-hand 
knowledge  of  pharmaceutical  distribution  systems. 

Seward  Pharmaceutical  located  at  East  Grinstead,  Sussex,  is  a  member  of  the  Medical 
Division  of  U AC  Limited,  a  company  within  the  Unilever  Group.  The  right  person  will 
receive  a  good  salary  complemented  by  generous  fringe  benefits  including  a  company  car. 

Applications  giving  full  details  of  previous  career  and  experience  should  be  made  in 
the  first  instance  to:  Personnel  Department  (UK)  UAC  Limited,  PO  Box  1 ,  Blackfriars  Road, 
London  SE1  9UG. 
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APPOINTMENTS 


CLASSIFIED  ADVERTISING  IN 

CHEMIST  &  DRUGGIST 

IS  INEXPENSIVE  AND  CAN  BRING  TERRIFIC  RESULTS. 

For  details  of  rales  and  further  information  telephone 
Ann- Maria  Pym  on  353-3212,  ext.  116. 


WAREHOUSE  PERSON 

With  good  experience,  either  wholesale  or  retail,  for 
stock  control,  goods  inwards,  etc. 

Very  light  work,  excellent  salary,  3  weeks'  holidays 
per  annum,  fringe  benefits. 


PHONE  SANDRA  CROSS  ON 
486  8551. 


PHARMACISTS 

We  now  need  to  recruit  additional 
PHARMACISTS  to  join  our  enthusiastic  team 
providing  a  comprehensive  service  to  the 
progressive  hospitals  in  this  busy  teaching 
district  In  addition  to  Patient  Services,  there  is 
the  opportunity  to  gain  experience  in  Sterile 
and  Non  Sterile  Production,  Information 
Services,  Quality  Assurance  and  Community 
Services  at  specialist  units  within  this 
geographically  compact  district.  Pharmacists 
are  also  required  for  the  first  phase  of  the  new 
St.  George's  Teaching  Hospital  due  to  be 
commissioned  in  September. 

Vacancies  exist  in  the  following  units:  St. 
George's  Hospital,  SW17  and  SW1;  St. 
James'  Hospital,  SW12;  South  London 
Hospital,  SW4;  Springfield  Hospital,  SW17. 

Applications  will  be  considered  from 
pharmacy  graduates  who  expect  to  qualify  this 
summer  as  well  as  from  registered 
pharmacists  who  wish  to  extend  their 
experience.  Some  posts  would  be  suitable  for 
pharmacists  currently  working  in  General 
Practice  or  Industry. 

Single  accommodation  can  be  made 
available  in  most  cases. 
For  further  details  contact  Dr  J.  H.  S.  Foster, 
Area  Pharmaceuticul  Officer,  on  01-673  8881 
Ext.  5,  or  Mr.  B.  P.  Ellis,  District 
Pharmaceutical  Officer,  on  01-672  1255, 
Ext.  4314. 

Application  form  and  job  description  from:  Mr. 
N.  Strange,  Assistant  Personnel  Officer, 
Grosvenor  Wing,  St.  George's  Hospital, 
Blackshaw  Road,  London,  SW17.  Tel.  01-672 
1255  Ext.  4931.  Closing  date:  9th  June  1979. 

Wandsworth  &  LMvrtwW 
Teaching  District 

Men  "  butti/i  .i-id  Wdr.dsA-oMii  A  H  A.  (Tea 
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Pharmaceutical 
Wholesaling 

DEPOT 
MANAGER 

As  the  new  Depot  Manager  of  one  of  our  branches  you 
play  a  vital  part  in  our  continuing  record  of  profitable 
growth  throughout  the  London  area  and  since  you  are 
certainly  w  orking  in  the  business  end  of  pharmaceuticals 
at  the  moment,  you  won't  need  to  be  told  that  we're  one 
of  the  U.K.'s  leading  suppliers. 

The  branches  are  fully  comprehensive  supplying  both 
ethical  and  general  products  to  a  wide  area.  It's 
day-to-day  operation  is  the  responsibility  ot  the  Depot 
Manager  who  will  be  one  of  five  departmental  heads. 
A  high  level  of  efficiency,  self  motivation  and  confidence 
are  necessary  if  you  are  within  the  age  of  30-45.  and  you 
already  consider  yourself  a  professional  Manager  and 
are  looking  for  the  space  to  fulfil  your  potential  we  have 
all  the  room  and  more. 

With  a  negotiable  salary  comes  a  substantial  package 
which  includes  a  company  car.  Applications  in  the  first 
instance  to: 

Mr.  A.  F.  Reed.  Regional  Director.  Saneers  Ltd.. 
225  Oxford  Street.  London  W1R  1AE. 


The  Sangers 
Group 


National  Sales  Manager 
c£10,000  +  Car 

Our  client  is  a  pharmaceutical^  based  manufacturing  and 
marketing  company,  well  established  and  with  an 
exceptional  diversity  of  interests  in  its  field.  Turnover 
is  currently  around  £4m  and  a  compound  growth  of  30% 
per  annum  over  the  next  5  years  is  forecasted.  To  gear  the 
company  to  achieve  its  ambitious  plans,  management 
restructuring  has  created  this  ground  floor  opportunity  for 
an  outstanding  professional. 

Reporting  directly  to  the  M.D.,  himself  a  seasoned  marketing 
man,  the  job  represents  a  new  business  development  in 
pharmaceutical  proprietories. 

Aged  between  26  &  35  and  of  a  graduate  calibre,  your  track 
record  at  all  levels  will  be  enviable.  Currently,  you  are 
likely  to  be  working  as  a  National  or  Key  Accounts  Manager 
in  a  Company  respected  for  its  marketing  skills  in  branded 
O.T.C.  products  and  toiletries.  You  will  have  proven  ability, 
or  show  potential,  to  build  and  motivate  a  successful  sales 
team. 

The  remuneration  package  includes  a  high  incentive  reward 
and  the  usual  big  company  benefits  apply.  For  a  highly 
motivated  professional,  with  the  energy  and  resourcefulness 
to  make  things  happen,  prospects  for  the  future  are  excellent. 
Write  with  brief  career  details  or  telephone  in  strictest 
confidence  to  Gordon  Turner  at  the  address  below. 

Management  and  Sales  Recruitment 

Gordon  Turner 

Appointments  Limited 

40-42  Hobson  Street,  Cambridge.  Tel:  Cambridge  59614. 


Whitstable,  Kent  Published  by  BENN  PUBLICATIONS  LTD  .  25  New  Street  Square,  London 


Manufacturing  & 
Distributing  Services 


FASHION  JEWELLERY 

We  otter  you  the  following  trading 
facilities 

1  Cash  and  carry  showroom  with 
free  parking 

2  Representatives  calling  in  Lon- 
don and  Home  Counties 

3.  Selected  parcel  service  — 

prices  and  details  on  request 
Write  or  telephone  for  services 
required  to 

ALANDRA  PRODUCTS  LTD., 

,138-139  Shoreditch  High  Street. 
London,  E1  6JE 

Telephone  01-739  1201  01-739  1205 


DENNIS  HILLYARD 
CONTACT  LENS 
SUPPLIES  LIMITED 

55  Barton  Road,  Water  Eaton  Estate, 

Milton  Keynes,  Bucks. 

Tel:  STD  (0908)  74537 

Telex:  847777  DELRAY  G  Attn.  151 
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liers  ol 
all  contact 
lens 

solutions, 
cases  and 
accessories 


Focus  Solutions 
Suppliers  &  Wholesalers  of 
Contact  Lens  Solutions 
Eye  Care  Cosmetics 
and  Accessories 
Burton  Parsons 
Barnes  Hind 
Contactasol  Allergan 

Smith  &  Nephew 
Alcon   Optrex  Optique 
Sautlon  Pharmaceutical 
Telephone  Harry  Applebaum  at 
Watford  (0923)  30348  for  details 

Focus  Contact  Letts  Laboratory  Ltd. 

3  Derby  Works,  Carey  Place, 
Watford,  Herts 


PLEASE 
MENTION 


WHEN  REPLYING 
TO  ADVERTISEMENTS 


WELROSS  ~ 

WHOLESALE  LIMITED 

Offers 

comprehensive  range  of  quality 
sundries 

•  Fast  twice  weekly  delivery 

•  Keenest  prices 

•  High  profit  margins 

Contact  John  Gonen  on  01-764  0249 
WELCARE  WORKS,  14438  LONDON  ROAD,  SW16 


PLASTIC  PRODUCTS 

BABY  PANTS 
TODDLER  PANTS 
INCONTINENCE  PANTS 
MATTRESS  SHEETS 
COT  SHEETS 

etc.,  etc. 

HENLEYS 
OF  HORNSEY 
LTD. 

London  N8  0DI. 
Tel:  01-889  3151/6 
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An  exciting  new  range  of  professional 
clothing  Leaflets  and  details  from 

NICHOLSON'S 

(Overalls)  Limited 

Georges  Road,  Stockport, 
Cheshire. 

.TEL:  061-480  7318  Telex:  666929  > 


Umdasch 


SYSTEMS 


THE  COMPLETE  SHOPFITTERS 


Whatever  your  problem  we  can  solve  it  for  you  including  walls  out,  girders 
in  and  all  the  building  works  involved  in  your  shop  modernisation  scheme. 
Our  Package  Deal'  service  includes  dealing  with  Local  Authorities  where 
planning  permission  is  required,  etc.  Free  Surveys,  Drawings  and  advice 
by  our  expert  consultants,  and  a  very  competitive  detailed  estimate  We 
can  do  everything  including  floor  coverings,  electrics,  suspended  ceilings 
and  fronts,  all  with  our  own  skilled  labour,  and  our  modern  workshops 
produce  the  highest  quality  purpose  made  joinery  to  suit  all  your  require- 
ments and  of  course  for  the  internal  shopfittings  we  use  the  UMDASCH 
system,  generally  accepted  as  the  leader  in  quality,  design  and  versatility. 
We  are  N.P.A.  recommended  and  cover  all  types  of  trades  in  any  part  of 
the  country.  Why  not  contact  us  now  and  find  out  more  about  us  without 
any  obligation 


Wilderness, 

Berkhamsted,  Herts.  HP4  2AZ. 


RING  (04427)  73335  NOW! 


Recline  C 

FOR  RATS 
&MICE 


At  hardware  stores.  ^ 
chemists.  DIY  and 
garden  shops 

RENTOKIL' 

PRODUCTS  THE  PROFESSIONALS  USE 

RENTOKIL  LTD  PRODUCTS  DIVISION  FELCOURT  EAST  GRINSTEAD 
WEST  SUSSEX,  RH192JY  Telephone  Lingfield  (0342)  833022 


Consistent  National  Advertising  of 


26  May  1979 


will  ensure  consistent  demand  in  1979 

Make  sure  your  stocks  are  adequate  —  don't  miss  a 
single  sale.  Ask  your  wholesaler  NOW  —  Showcards 
and  Display  Packs  available. 

If  any  difficulty  write  to  sole  distributors 


MILLER,  13  GOLDEN  SQUARE,  LONDON  W.I  Tel:  01  7344246/9 


Chemist  &  Druggist  811 


wearers  will  be 
taking  the  tube. 

Or,  more  precisely,  a  tube  of  Dentu-Creme- the  toothpaste  specially 
formulated  for  dentures. 

First  of  all,  there's  the  colourful  consumer  advertising  for  1979.  And  there's  nothing  staid 
or  boring  about  it.  In  fact  it's  likely  to  be  the  most  noticed  campaign  in  the  history  of  denture  products. 

Ifs  a  national  campaign  -  with  more  money  put  behind  it  than  ever  before.  In  fact,  40% 
more  than  last  year.  /        MD,~,C„,C      ,m  r 

With  lots  of  full-page  colour  in  Women's  magazines,  IJuSOlLLeIlL^  » 

and  insertions  in  T.V.  Times,  the  big  dailies  and  Sundays,  it'll  run  v 
from  March  right  through  until  December. 

And  secondly,  to  really  get  things  going,  and  to  help  make  1979  the  best  year  ever, 
well  be  running  a  promotion  that's  already  been  outstandingly  successful.  You'll  remember  the 
special  packs  of  Dentu-Creme  containing  a  free  packet  of  r^^l^f"!  ■  fV^yVlO 
Freedent  chewing  gum -we'll  be  doing  it  again.  LyCl  ILvl"v>l  CI  I  IC 

So  shouldn't  you  be  taking  more  of  the  tube  too?  StaffOIXl-Miller 


